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It’s the time paper 
contingent liability 
that keeps some 
dealers awake nights 
—~rather sell fewer 
cars—make a sure 
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© tions More 


to make Hupmobile Six the 


Fuest Six under2o00 


Hupmobile has spent many extra millions the last 18 years 
to build superior quality into Hupmobiles. 


Hupmobile continues to spend extra millions today to make 
its Six the finest Six under $2000. Hupmobile has always 
built only one way — it has always kept faith with its own 
standards. That’s why the name Hupmobile means as much 
as it does. 


That is why owners buy this great Six in the absolute assur- 
ance that it gives dependable Hupmobile performance, value 
and economy. 


Dealers reap the benefit in increased sales—and Hupmobile 
finds its six-cylinder car in growing demand month after 
month and year alter year. 


Hupmobile could build its great Six to ordinary standards, 
and it would still be one of the foremost cars in. America 
from the standpoint of acceleration, of comfort, of steering 
and riding ease, of roadability. 


But it weuld not have that surpassing smoothness, that 
wonderful dependability, that ability to stay away from the 
repair shop months on end, which make the Hupmobile Six 
the great car it is. 


If you are interested in the franchise for a car that has con- 
stantly established new sales records for Hupmobile dealers, you 
are invited to write or wire us for details of our dealer contract. 


Hupmobile Six 
a Leader, Also, in Complete, 
Modern Equipment 


What goes into a motor car is vastly more 
important than what goes on it. You will 
not buy, of course, on mere externals and 
non-essentials, buton proven performance, 
dependability, long life, and low cost of 
maintenance. To superiority in these fun- 
damentals, however, the Hupmobile Six 
also joins the latest and most complete 
equipment to be found on any car in its 
price class. 


Oilfilter, gasoline filter—low gasoline con- 
sumption, thermostatic heat control, snub- 
bers, vision-ventilating windshield, dash 
gasoline gauge, clear vision bodies, color 
options—Mohair upholstery in latest 
mode, walnut grained panels on instru- 
ment board and window ledges, 4-wheel 
brakes, special vibration damper, head- 
lights with tilting beam lenses and double 
filament bulbs. 


Y 7 A 


Sedan, five-passenger, four-door, $1385. 
Coupe, two-passenger, with rumble seat, 
$1385. Roadster, with rumbleseat, $1385. 
Touring, five-passenger, $1325. Equip- 
ment includes 30 x 5.25 ba'loon tires, 
four- wheel brakes. All prices f. o. b. 
Detroit, plus revenue tax. 


HUPP MOTOR CAR CORPORATION, DETROIT, MICHIGAN 
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The New 6-6 60. 
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holds a place 


no competitor can fill 


Can you realize the tremendous oppor- 
tunities that the new 6-60 offers? It is 
the first Europeanized 6-cylinder motor 
car in the $1,000 class. 


Every territory where Moon dealership 
is established shows a new high record 
of sales. Moon factory facilities have 
already doubled to take care of present 
needs. 


It is the most saleable type of merchan- 
dise on the market today. People 
demand this light, quick, comfortable, 
safe type to meet the new driving, 
parking and traffic conditions of 
America. 


Motor cars that do not meet these new 
engineering and style stand- 
ards will quickly become obso- 
lete. With the new Moon 
6-60, you will be in advance 
of competition. You will be 
selling a modern six while 
others are getting ready. 


This thousand-dollar Six will 
be distributed under an en- 
tirely new plan. You will not 


THE MOON MOTOR CAR CO., 





have to pay a premium for wasteful 
overhead, for unnecessary high costs of 
distribution. You can actually sell this 
car on a time basis almost as low as 
the cheapest car on the market. 


Financially, you will be connected with 
one of the strongest companies in the 
industry. Moon has never required 
financial reorganization. Today, with- 
out preferred stock or other bonded 
indebtedness, the company is an out- 
standing example of sound organiza- 
tion. 


With a credit rating second to none, 
we can extend you financial coopera- 
tion through your local bank. 


We can offer you a genuine 
businesslike proposition in 
regard to discount, as well as 
advertising and merchandising 
cooperation. Come to the 
factory. Or, if you wish, we 
will send a representative to 
go into the details with you. 
777 Write or wire, attention 
Stewart McDonald, President. 


ST. LOUIS, U. S. A. 


MOON 


Also Makers of the New DIANA Advanced Straight 8 
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No levers or pawls to operate. 

No load on handle when lowering. 
No tendency of handle to fly back. 
Operating strokes are not limited. 


eee wllok 


To lower jack ~ = this 

button and pump handle--that 

Full stroke weir wii pate anni be taken. , is all there is to it--stroke is not 
Maximum load easily lowered with one hand. limited to definite positions of 
Low enough for any balloon tire. handle- you simply pump it up 


Operating range 6 to 17 inches—full 8-inch lift. ieee — 
Quickly placed in position by pivoting on casters. 
Swings under wheels of raised car. 

Roller and ball bearing throughout. 

Adjustable in height to 1/100 of an inch. 
Clearance under frame 1 ™% inches. 


You've always wanted such a jack—now here it is. See it. 
Operate it. We want you to know it as we know it. Try it 


side by side, load for load with any other and the contrast will 
emphasize its superiority. 


Sold by Leading Automobile Accessory Jobbers. 


ERNEST HOLMES COMPANY 


Chattanooga Tennessee 





Price $38.00 
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Note carefully the simplicity, ruggedness 
and strength of construction. Built to 
stand the roughest punishment. 
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si gh” -_ T -281 — Hand- 
tl | id Driven Model. 
Price, $29. West 
of Rockies, $30. 
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Puliey for belt-drive from shafting on 
snotor is furnished at no extra charge. 

Price also includes special attach- 
ments for accurately sharpening drills, 
chisels and shears; and for grinding 
down valve stems, push rods, tappets 
and piston pins. 


n> 2Q 


T’S no longer necessary for any garage to reseat worn 


valves by the obsolete, time-wasting process of hand 
lapping—inefficient at best! 


An investment representing less than the profits from 
many a single overhaul job puts this little precision grinder 
in your shop. And in doing so puts valve-face grinding on 
an uptodamy, make-it-pay basis! 


Not just “a grinder” but a practical,dependable“Stevens 
quality” tool, with the capacity for facing all the valves of 
a standard six-cylinder car in twelve minutes—to an ac- 
curacy of 1-1000th of an inch. 


Thousands of garages throughout the country are now 
using the Stevens Valve Face Grinder every day with 
gratifying results—turning out jobs equal to the big service 
stations that use high priced grinders. Ask your Jobber to 
demonstrate the “Stevens.” 
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Let us have the names of your shop foreman 
and mechanics and we will gladly mail 
to each our new “‘Speed-Up” Handbook 18 


SF: 4 STEVENS-WALDEN -WORCESTER, INC. 
S-s—- Mfrs. of Stevens “Speed-Up” Tools and Walden-Worcester Wrenches 
“TO O LS WORCESTER, MASS. 


Export Division: 375 Broadway, New York, U. S. As 


REG.U.S PAT OFF. 
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STEVENS-WALDEN-WORCESTER 
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M“®: A. A. EICH, Studebaker dealer in St. Cloud, Minn., began selling 
Studebaker vehicles in 1897 in the small building shown at 
the left above. In 1910 he obtained the Studebaker automobile fran- 
chise. His total sales that year were four cars. Today in a town of 
15,000 population, he occupies the modern three-story structure 
shown at the right, and it is not unusual for him to sell four cars in 
a single weck. 


“I consider the Studebaker franchise a great asset to any business 
man,’ says Mr. Eich. “Io a large extent, whatever success I have 
made as a dealer, I attribute to the good cars I have sold—and to the 
factory's helpful co-operation.” 


Mr. Eich’s case is typical of hundreds of Studebaker dealers who 
ate making money in cities and small towns all over the country. Let 
us show you the money-making possibilities of the Studebaker fran- 
chise. Address Dept. 51, The Studebaker Corporation of America, 
South Bend, Indiana. 
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owners; service trivial” 


Says 
a letter from 


H. O. Brunton 


President 


THE CINCINNATI 
AUTOMOBILE CO. 


ATISFIED OWNERS mean 
satisfied dealers. Trivial serv- 
ice means better net profit. Mr. 
Brunton’s letter does, in all truth, 
speak volumes as to how the 
New Safety Stutz is standing up. 


It also says, between the lines, 
that Mr. Brunton’s Company is 
making money as well as finding 
it a real pleasure to merchandise 


the New Safety Stutz. 


Read this letter through. Then, 
if you are appealed to by the con- 
ditions enjoyed by Stutz dealers, 
write us for the Stutz Proposition 
to Motor Car Merchants. 


STUTZ MOTOR CAR CO. 
of AMERICA, Inc., Indianapolis 
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“Never more enthusiastic 








Stutz Motor Car Co. of America, Inc., 
Indianapolis, Indiana. 


Gentlemen: 


As your records will show, we have dis- 
tributed Stutz Cars since 1913. Nineteen 
Hundred and Twenty-Six we are confident 
will be our banner year and Nineteen Hun- 
dred and Twenty-Seven promises to prove 
even more prosperous. 


In all of our experience no car has had 
so great a public appeal as the new Stutz 
Eight, not only for its beautiful lines, but 
also for its unusual appearance, so striking 
as to cause people to gather about it wher- 
ever parked on the streets. 


Since the first car delivered in January to 
the present time, we have not rendered a 
bill for a dollar's worth of service to any of 
our owners,, except where due to accident. 
The individual time expended on each car 
being too trivial to charge, which speaks 
volumes as to how the car is standing up. 


In twenty-five years’ experience, as motor 
car distributors, we have never had more 
enthusiastic owners, many of them most 
extravagant in their praise. This condition 
makes merchandising of these cars a real 
pleasure. 


Yours very truly, 


CINCINNATI AUTOMOBILE COMPANY, 


S VOT Aner. 


President 
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“Reverse English’ 
in Car Design 


The European influence on American car design is a 
topic as old as the industry. Now the situation is 
reversed in many respects. American influence on 
European design is clearly evident in the extensive 
adoption of Timken Bearings by so many great foreign 
manufacturers. 





Europe has come to Timken for those advantages which 
Timkens provide in 91% of all American makes of motor 
vehicles. This is direct recognition of the engineering 
advancement which Timkens make possible. 


Everywhere Timkens are chosen for smoothness, en- 
durance, thrust capacity, simplicity and power econ- 
omy. And always, Timken-equipped cars give you the 
selling prestige of the Timken name, in addition! 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


TIMKEN 


Tapered 
ROLLER BEARINGS 
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Proved 
Merit! 


Every dealer knows he must stand 
squarely behind the line he car- 
ries. Every dealer is looking for 
winners—for accessories of proved 
merit. 





WEED Levelizers produce won- 
derful riding comfort—they level . 
the road because they stop bad re- 
bounds. Mechanically right, WEED 
Levelizers stand up against hard 
continuous service. 


Installed easily—another WEED 
advantage. Carefully worked out 
attachments are ready for all cars. 


If you are not now selling WEED 
Levelizers, see your jobber or write 
direct for information. 


AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 
IN CANADA: Dominion Chain Co., Limited, Niagara Falls, Ontario 





.DISTRICT SALES OFFICES: - —_— ating ee 
Boston Chicago New York Philadeiphia Pittsburgh San Francisco evelizer installation 
: for the new Whippet. 

; World’s Largest Manufacturers of Welded and 


Weldless Chains for All Purposes Operated by a heavy 
. steel cable. 





. Tr hi 
A PRODUCT OF THS Ye, CARAS 
AMERICAN roa 
CHAIN COMPANY. Inc | 
tn business 
for your safety 


WEED Levelizers | 
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“THEY LEVEL THE ROAD AS YOU GO” 
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It Doesn’t Pay to Knock 





EAD the letter from 
a MoTorR AGE sub- 
scriber published 


in the box in the 
center of this page. In a 
few words it drives home 
a whole sermon on good 
business principles. 

The knocker is a weak- 
ling. He reveals himself 
as devoid of merit and 
acknowledges his own in- 
capacity. For the energy, 
intelligence, foresight and 
judgment that other men 
exercise in getting ahead 
he substitutes a wolfish at- 
tack on the character of 





us all. 


knows his business. 
gone, all is gone. 








To the Editor of Motor AGE: 

Please start a crusade on this constant 
knocking. Let’s have peace and harmony 
among the trade in every line. 
one stand on their merits. 
ways been more or less jealousy between 
As a whole we would be far better 
off if we would uphold the industry in- 
stead of tearing it down. The public will 
soon be of the impression that none of us 


HUGH WILLIAMS GARAGE, 


The knocker rarely prof- 
its from his own vile prac- 
tice. The business that he 
stops on its way to others 
does not turn aside to him, 
but retraces its steps. The 
business builder is inter- 
ested first of all in good 
will for his industry. He 
wants the public to believe 
that it is reputable and 
honest and not a thing to 
be afraid of. He wants his 
competitors to be honest 
men lest their dishonest 
practices cast suspicion 
upon him. He wants com- 
petitive products to be 


Let every- 
There has al- 


When confidence is 


Clovis, N. M. 








those who have succeeded 


(men or merchandise) and hopes thereby to divert suc- 
cess from them to himself. 


How pitiful is his effort. He gets nowhere by his 
childish, puerile tricks. He sinks deeper and deeper in 
the morass of the sluggard that he is. And when he 
comes to the inevitable failure that is the destiny of 


such men he wails loud and long against the whole 
industry. 


Such men deserve no pity. They are rather to be 
scorned. We could ignore them altogether were it 
not for the damage that they bring upon their indus- 
try. If they are automotive tradesmen the public looks 
upon them as representatives of their industry. But 
the intelligent part of the public is quick to recognize 
the knocker, and discount his opinions and utterances, 
and avoid his place of business. Still he has done 
damage to his industry. He has created doubt in the 
minds of men concerning the merits of his commodities 
or his fellows, although it may be only temporary. 
He has tried to brand other men with his own stamp of 
incompetence. 


Contrast the knocker with the real business builder. 
The one tries to discredit, the other to enhance. 


recognized as meritorious, 
lest their defects be mistakenly ascribed to his own. 
He knows that business must be contended for, but he 
avoids the methods of war, knowing that the rising 
smoke of battle too often reveals a victor poorer than 
the conquered. 

The road to success in the automotive trade as in all 
others is along the higher path of public good will, 
fair competition and “value received.” 

No individual, however successful in the automotive 
business he may be, can justly claim all the credit 
for the prosperity he enjoys. The public acceptance 
of the automobile is the bed rock of his success, and 
that public acceptance is a thing bigger than all the 
dealers, all the manufacturers, all the jobbers put to- 
gether. It comes from years of patient and honest 
endeavor to manufacture products of quality, years of 
costly and sometimes discouraging efforts to build up 
reliable and economical distributing agencies, years of 
steadfast purpose on the part of retailers to sell the 
public only that which is good. 

The automotive business man who is worthy of suc- 
cess will rise without knocking others. If he is un- 
worthy of success knocking will only hasten his decay 
and it is well that it is so. 








Now Is the Time to SELL 











The automatically operated shutter controls the flow of air 
to the radiator in accordance with the requirements for 
efficient engine operation 








WHAT SHUTTERS DO 
rag Arguments for the Dealer to Use 


Reduce crankcase dilution. 

Reduce wear on pistons and cylinder walls. 
Give better gasoline mileage. 

Give better oil mileage. 

Reduce repairs. 

Keep car warmer. 

Reduce wear and tear on starter. 

Conserve life of the battery. 

Prolong life of new or used car. 


Improve operation in moderate as well as cold 
.. weather. 


SSRIS we 


ee 




















LASS cylinders in the engine. What could we 
learn if this construction were possible? 

We might see a thin film of oil washed com- 

pletely away when the engine 

is started. We might be able to see 

the excessive use of the choke result 

in a flow of raw gasoline to certain 

cylinders with but little to others, 

then the rinsing process on pistons 

and cylinder walls which makes metal 

rub metal and results in rapid wear 

and necessitates early repairs or re- 
placements. 


Excessive pressures and tempera- 
ture changes make glass cylinders im- 
practical, but glass manifolds have 
been used in laboratory tests and col- 
ored fuels employed so that the action 
of the fuel could be observed. In this 
way it was found that condensed or 
raw gasoline would cling to manifold 
walls and go to the end cylinders. It 
was also found that sharp bends im- 
proved manifold operation as com- 
pared with the easy curves once 
thought desirable. 


But gasoline, even of low grade, has 


10 








A radiator shutter of the metal 


type with dash control. 
range from $5.50 to $12.50 


Handsome Profits Are Waiting for 
Dealers Who Equip Cars With 
This Useful Device to Im- 


prove Winter Operation 


By A. H. PACKER 


a vaporizing point—some temperature at which it 
changes from a liquid to a gas, some temperature at 
which it becomes a good fuel instead of an element 
destructive to lubrication. The salvation of the en- 
gine, then, is to operate at temperatures which reduce 
to a minimum the danger of drawing raw fuel into the 
cylinders. 

In warm weather this is easy; the heat produced 
by the first few explosions rapidly brings up the tem- 
perature of the whole engine. In winter, however, 
things are different. With a cooling system which is 
adequate in the hottest summer weather it is extremely 
difficult to get the engine up to the proper operating 
temperature. 

A good radiator shutter, however, accomplishes this 
result. 

The many good cars which are on the market today 
have thousands of miles of perfect transportation built 
into them. The buyers of these cars know this and 
are eager to learn the little tricks of careful operation 
which will enable them to collect those built in miles. 

The installation and use of a radiator shutter is 
one of the tricks, and herein lies a source of profit for 
the progressive automobile dealer. 


Keeps Engine Warm Longer 


A few cars have shutters installed at the factory and 
include this item as regular equipment. One such car 
was operated during the last winter in Minneapolis 
without having a drop of alcohol or 
other type of anti-freeze put in dur- 
ing the whole winter. This does not 
mean that the car with a shutter can 
be left out with impunity nor can it 
be stored in a cold garage. This car 
referred to was kept in a warm ga- 
rage and when used was left out from 
one to three hours at a time and never 
froze up. Many car owners would not 
care to do this because of the chance 
of forgetting the car at some time, 
but it does show the extent to which 
the heat can be retained when a radi- 
ator shutter is used and when the 
louvres are closed up and the fan belt 
disconnected. 


Good business is built up on ser'v- 
ice and it is a real service to # ©#r 
owner to sell him a shutter of some 
sort for his radiator. The talling 
points are many and sales shou. ve 
easy On new cars and even on curs 
that have had several years se!* ive. 








Prices 
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Center: Not hard for the service salesman to sell a radiator shutter which enhances the car’s 
appearance as well as prolonging its life 
Top Left: This type sells for $5.50 for the Ford size and uses a cable control operated from a 
handle on the instrument board 
Top Right: A manually operated shutter which sells at $7.50 for Ford cars, other models all being 
priced at $12.50 | 


Not only are repair bills reduced by operating the 
engine at the proper temperature but gasoline and oil 
mileage is increased and more power is made avail- 
able when a good seal is maintained between pistons 
and cylinders. Other indirect effects of using a radi- 
ator shutter are reduction in carbon formation and 
saving of battery and starter life. The former results 
from better combustion of the fuel and better mainte- 
nance of the piston ring contact which cuts down oil 
pumping. The effects on starter and 
battery are realized when the engine 
Is kept warm between stops so that eres 
it turns over easily on the next start. : 


Radiator shutters are made in several types. There 
is the fabric style which is lowest in price and then 
the metal type, both hand operated and automatic, giv- 
ing a range of prices to fit any pocket book and to be 
in keeping with any car. The argument of first cost, 
which the car owner might advance, can accordingly 
be easily met, even if the prospect does not fully appre- 
ciate the fact that the cost will be more than saved in 
reduction of repair expense. 

Every purchaser of a new car 

should have a radiator shutter to keep 

eee his car new. Every purchaser of a 
used car should have a radiator shut- 





An All Year Device 


The fall and winter weather em- 
phasizes the need of radiator shutters 
but their need is not confined to cold 
Weather. Even on cool days the shut- 
ter can operate to advantage, bring- 
ing the engine temperature up more 
quickly than would otherwise be pos- 
sible and thereby reducing the time 
during which oil dilution is taking 
place. When the engine pops at start- 
ing, when the carburetor adjustment 
ari not be left at the “run” position 
or when the choke must be jerked 
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ter to get the most miles of trans- 
portation out of his purchase. Every 
car brought in for change of engine 
oil brings a prospective shutter pur- 
chaser with it. 


Every car operated in winter will 
attain a comfortable temperature 
sooner if an unnecessary amount of - 
cold air is not blown through the 
radiator, some of it finding its way 
into the car interior. Every pur- 
chaser of anti-freeze is a prospect for 
a shutter. To the progressive dealer 
the opportunities are unlimited. 











Cost and personal preference may 





occasionally to keep the engine from 
ying, 1¢ 1s a warning signal that 
Should be heeded. 
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A substantial shutter made for 
practically all cars 


dictate what type of shutter the pur- 
chaser decides to get, just as drivers 
(Continued on next page) 
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Miniature Car is Good Advertising Stunt 


Small Vehicle Built by Motor Age Reader Has 75 Inch Wheelbase and 
26 by 4 Inch Airblane Tires 


Clinton, lowa. The big problem was wheels. I was unable to obtain 

To the Editor of MOTOR AGE: wood wheels new or rebuilt to take 26x4 airplane tires, 

I am sending you photographs of a small car I made and wire wheels would have to be made special at a 
in my spare time, using parts mostly from the junk big price. So I took disc wheels and turned them down 
yard. I know many of your readers are interested in 0n a lathe to fit airplane rims, while I welded on to the 
miniature cars and when I went to build, my informa- Wheels. This car only cost about $125 besides my labor 
tion was scarce. and is well worth it for advertising. This car has 46 

This car has a Lycoming engine, four cylinder 3x4, inch tread and 75 inch wheelbase. 
made in 1915, but it has the pep of a 1927. I lightened I would like to build a smaller one using 20x4 tires, 
the flywheel and installed old Lynite pistons from a _ but I don’t want a chain drive. I would like a regular 
Chrysler, took off the big generator and put on an old rear axle geared 2 to 1 in a 36 inch tread. Perhaps 
Stromberg carburetor. For the rear axle I used a Ford some of your other readers can help solve the problem 
by cutting the torque tube to 10 inches and installing without going to a big expense manufacturing some- 
234 gears. The steering gear is mounted in the middle thing special. Yours respectfully, 
behind the engine. ° Lyman Voelpel. 


t 
Two views of miniature car built by MOTOR AGE reader at cost of $125 








NOW IS THE TIME TO SELL RADIATOR SHUTTERS 


(Continued from preceding page) the purchaser’s attention to the fact that a tempera- 
differ in their preferences as to manual and automatic ture indicator should be used, provided he is not al- 
spark advance, some preferring to avoid thinking about ready equipped with a device of this sort. This merely 
the engine while others enjoy the operation of the indicates how the opportunities for profitable sales un- 
extra control. Where the automatic shutter is in- fold to those who are awake. 


stalled, the driver can forget it, but where the manual The time to act is now. Pick a good line. Put a 
control is used, the temperature of the engine must sample in the window. Talk shutters and have your 
be considered. men talk them and you will find there is plenty of 


Here is another sales opportunity, for where a man- shutter business and shutter profits if you go after 
ual control shutter is sold, it is only logical to next call them. 


























At Right: This fabric type meets 
the demand in the low priced field 





























At Left: A simple dash control 
with this shutter either closes it 
entirely, opens half of the blades 


or all of them as may be needed 
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Membership card and card case furnished all Englander 
Hupp Service Club members. 


SERVICE Club plan for keeping cars of the 
dealer’s customers in good condition and keep- 
ing contact with the customers has been 

adopted by the A. L. Englander Motor Co., 
Hupmobile dealer and distributor in Cleveland, O. 

A club has been organized known as the Englander 
Hupp Service Club. Membership is free to any owner 
of a Hupmobile car and each member is provided with 
a membership card and a combination leather card 
case and memorandum book in which to carry the card. 
There are no dues, but in order to remain in good 
standing each member must bring his car to the deal- 
er’s service station once each month for inspection, 
adjustment, and oiling and greasing. There is no 
charge for the inspection and ordinary adjustments, 
and the greasing and oil service is sold at a special 
rate to club members. 

Provided a member has had his car greased and 
oiled regularly for 10 months he will be given two 
additional monthly lubrications free. 


Following are the principal advantages of club mem- 
bership: | 


Car will be given one complete inspection each month, 
including thorough examination of the general condi- 


tion of the engine, transmission, rear axle, steering gear 
and brakes. 


Car will receive free once a month carburetor adjust- 
ment, adjustment of ignition points, tightening spark 
plugs and adjustment of fan belt. 





™ Dealer’s Service Club 
Keeps Customer 


Contact 








Application for Membership 
in the 


ENGLANDER HUPP SERVICE CLUB 


I am interested in your advanced 
idea of Service that Salisfies 


Please accept my application for Charter Membership with com- 
plete privileges. Send membership card and case to 








Phone 
No. 











It is understood this involves no cost to me 














Application for membership open to all owners of 
Hupmobile cars. 


Monthly greasing and oiling at special price. 

Special prices on tires and tubes, lubricants and 
certain standard accessories. 

Services of a special department handling insurance 
for club members. 

A free monthly bulletin containing suggestions for 
the care and operation of the car. 

Free lubrication for two months if the owner has 
had his car greased and oiled regularly once a month 
for ten months. 

The service club work is expected to prevent trouble 
and make owners better satisfied with their cars and 
at the same time keep the customers constantly in 
contact with the service department. 

This constant and regular contact with the dealer’s 
establishment will provide many opportunities for the 
sale of accessories, supplies and additional equipment, 
and most important of all, will give the dealer an 
opportunity to sell the owner a new car when he is 
again in the market. 





N. A. D. A. Sales Meeting to Be Held in 45 Cities 


SERIES of 115 meetings have been arranged by 

the National Automobile Dealers Association for 
this fall as part of the National Association’s 1926 sales 
congress campaign, the work to be carried on in 45 
cities throughout the United States. The meetings will 
be conducted as a Dealer Profit Institute and the speak- 
ers, some of them nationally known ,will present meth- 
ods on how to obtain maximum profit from each depart- 
ment of the automobile business. 

The meetings will be conducted at a cost of $35,000, 
half of the expense to be borne by the N. A. D. A. and 
half by the National Automobile Chamber of Commerce. 

Schedules for the meetings have been revised to 
conform to the experience encountered by officials of 
the N. A. D. A. in the past three years of similar work. 

Instead of three or four speakers going into a city 
for one meeting, three meetings in consecutive order, 
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each about a month apart, have been provided. This 
has been done because it has been observed that when 
a number of speakers are programmed for the same 
meeting each handling a different subject, it is impos- 
sible for the listener to absorb all the information each 
speaker gives, if he wants to. 

It has been suggested that the N. A. D. A. would be | 
rendering a greater help to the local association man- 
agement by providing a regular speaker who could be 
fitted into the periodic meetings of the local association 
so that those who attend will know that an interesting 
automotive subject will be discussed. This fact, it has 


been pointed out, would help the local member to im- 
prove his attendance. 


But most local associations hold regular meetings 


monthly, often on a stated day of the week or month 


(Continued on page 38) 
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Tire Se rvice is 


A quick acting 
jack plus a uni- 
versal type of rim 
wrench is making 
fast work of this 
» tire changing job. 
The tire being in- 
stalled was SOLD 
to the customer 
when he came in 
to BUY some 


gasoline 





HETHER or not there is money in selling 
and servicing tires depends entirely on how 
the car dealer or garage proprietor goes 
about the work. 

There are two outstanding ways of selling tires, one 
being on price alone and the other being on service. 
Little need be said regarding the price cutter for, as he 
persists in giving his profits away, sooner or later he 
will fade from the picture. Selling on the strength of 
service will build a business that yields fair profit and 
that will endure. 

There will, of course, always be the bargain hunter 
who is lured by nothing but price. The wise merchant 
will carry two grades of goods possibly of the same 
brand, one being a low priced product and the other 
the standard grade sold at standard prices. It is quite 
likely that the low priced product will compare very 
favorably with the goods sold by many of the “bargain” 
houses. A little common sense argument from the 
dealer to the customer reminding him in general that 
we get about what we pay for, will frequently land the 
sale for one of the lower priced tires when the customer 
is inclined to shop around in the hope of finding a 
cheaper product. Of course the main and substantial 
business will be built around the tires that are of 
first quality and carry the standard guarantee. 





Sales Opportunities 

Those regularly engaged in the garage business or 
who operate filling stations have very definite advan- 
tages when it comes to selling tires. 

As the gas tank is filled, and the car is greased, or 
as the repair order is written up it is but the work of 
a moment to scan the tires and note their condition. 
Many a car is running around with a spare tire that 
is utterly useless and here the alert attendant can bring 
in some extra profit by exerting a little extra effort. 
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.. Maintenance of Casings 
f and Intelligent Selling of 
Replacements and Acces- 
sories Constitute Profit 
Opportunity for Well 
Equipped Dealer 


By 
C. EDWARD PACKER 


Major casing repairs 

are handled at a profit 

on this efficient vul- 
canizer 


Sincere interest 
in the motorist’s 
well-bineg is essen- 
tial in making a 
sale. Consequently 
calling one’s atten- 
tion diplomatically 
to the possibility 
of tire failure on the road as the result, let us say, of 
a bulged tread or bad cut will generally be appreciated. 

By following this introduction through with a few 
comments regarding the stock of tires which you carry 
for your customers’ convenience, many an extra sale 
can be made. Of course it is not to be presumed that 
such efforts will meet with success every time, but it 
is surprising how many extra tires can be sold by a 
little extra effort. 


Service to the Qwner 





Service to the owner does not necessarily mean some- 
thing for nothing, neither does it necessarily mean 
actual repair, but the most practical kind of service 15 
the constructive conversation that one can carry on 
with a car owner for the purpose of getting better per- 
formance from his tires. 

Mention of the importance of maintaining proper 
air pressure should be made, especially if it is suspected 
that the tires are being run too soft. It is calculated 
that by running a tire 20 per cent under its proper 
inflation pressure, that is at 40 Ib. instead of 5° ID. 
or 20 lb. instead of 25 lb., or whatever the pre sure 
may be, that the wear in 4000 miles when ‘er 
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“Equipped for Profit” Series. 








EQUIPPED FOR PROFIT _ 


Tire Service 


Service to the customer does not necessarily mean | 
repair service. However, repair service is another | 
profitable phase of the tire business—profitable if | 
the right equipment for handling the work is avail- | 
able. The following items are all capable of helping | 
the service department to serve better. | 

Air service is indispensable. Complete compressor | 
installations range in price from $200 to $650. Air | 
or air and water service towers cost between $19.50 | 
und $85. | 

Removing and installing rims on cars ealls for 
the use of quick acting jacks ranging between $8 | 
and $12 and rim wrenches that are worth between | 
$1.50 and $4. | 

Vulcanizing equipment costing between $100 and | 
$500 will turn out profitable jobs. This equipment 
is the backbone of the service department. | 

Tube test tanks at $3 to $15, tire changers at $30 | 
to $58, tire spreaders at $1.80 to $22, %-in. electric | 
drill with rotary wire brush for buffing tires and | 
tubes, costing $28 to $32, and an assortment of | 
knives, shears, rougheners, scrapers, stitchers and | 
brushes costing about $10, complete the necessary 
equipment. 
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At Left: Adequate air service is essen- 
tial for a successful tire business. The 
added convenience of having the air and 
water tower combined is a feature that 
motorists remember 





inflated, is equivalent of 8000 miles 
when properly pumped up. 

The sale of a tire gage fre- 
quently follows such a conversation 
and closely associated with it will 
come such parts as valve cores, 
valve caps and the like, which 
should be on hand at all times. 


The time was when the use of 
the automobile was seasonal and as 
a consequence everything that went 
with it was seasonal also. Little 
marked tendency exists in that re- 
spect any more and if anything 
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More Than Repairing 
































This well assorted stock plus a little effort is moving 
many tires for a car dealer in a town of only 10,000 


One corner of a general garage houses this progres- 
sive tire repair department 


many motorists are more dependent upon their cars 
during the winter months than at other seasons of the 
year. At this time of year when rain and snow are 
likely to be encountered, when the days are getting 
short and the night longer, it is morst annoying to have 
tire trouble and the dealer who by preventative serv- 
ice or suggestions assists his customers to obtain unin- 


terrupted service from their cars can feel sure of their 
patronage. 


Profitable Service 


Truly the service that is performed by the giving of 
timely suggestions is worth while in that it builds good 
will. But the service that is performed in the shop on 
casings, tubes and valves is one that is even more prof- 
itable, as it builds direct profits. One of the illustra- 
tions show a tire department that is proving profitable 


to a country dealer who handles one of the more pop- 
ular makes of cars. 


“Whenever car sales drop off,” he says, ‘“‘ we just push 
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Flat Rate Charges for Tire Repairs 


As in other lines of automobile service, so in tire 
work the flat rate charges will vary in different ter- 
ritories. The following, being averaged from the 
prevailing prices in 40 different cities, should be a 
good guide for establishing repair charges. 

SECTIONAL REPAIRS 
High Pressure Cord Tires 
3in. 3% in. 4in. 4%in. 5Bin. 
$3.00 $3.50 $4.00 $4.50 $5.00 
Balloon Tires 
4.40in. 4.95in. 5.25in. 5.77in. 6.00in. 6.20 in. 
$4.50 $5.00 $5.25 $5.75 $6.00 $6.25 
Truck Tires 
6 in. 34x7 in. 38x7 in. 8 in. 
$12 to $15 $15to$17 $18to$20 $22 to $25 
Change Tires 
50 cents each 
Patch Tube 
25 cents to 75 cents, depending on size of hole 











Tire Accessories to Sell 


MUCH PROFIT comes from the sale of accessories 
in connection with the original product, according 
to some merchants who have watched this and 
know. The watchful dealer can protect his cus- 
tomers interests and make extra profits by suggest- 
ing accessories that are needed. 

The following items fit in naturally with the busi- 
ness of the tire department. 

Tube patching outfits. Tire covers. 
Tube vulcanizers. Spare tire locks. 
Valve cores, caps, and Spare tire chains. 

dust caps. Skid chains. 

Rim nuts and lugs. Skid chain cross links. 
Rim nut wrenches. Tire testers. 


Tire talc. Tire flaps. 

Tire paint. Outfits for sealing cuts 
Pumps. in casings. 

Jacks. 














our service and accessory busines along a little harder, 
and keep our income pretty uniform.” 

This looks like a mighty fine idea and one that could 
be profitably used by many who are similarly situated. 
This dealer backs his tire sales up with real service. 
While, of course, adjustments are supposed to be made 
at the factory, this man has familiarized himself with 
the possible failures in tires and their causes and can 
quite accurately predict what the factory will do regard- 
ing any complaints. He then takes the responsibility 
of making the adjustment himself, with the result that 
the customer has entire confidence in him, as there 
is not the least suspicion that any attempt has been 
made to “pass the buck,” and all worth while business 
is built on confidence. 


Causes of Tire Failure 


Proper attention to minor troubles will prevent claims 

later on. Tread cuts that are neglected let in grit and 
moisture which in time will loosen the tread and pos- 
sibly cause a blow-out. The owner of the tire will then 
probably claim that the tire is defective when in reality 
it was his own neglect that caused the trouble. 
. Under-inflation is also the direct cause of much dam- 
age. The extra flexing of the walls tends to weaken 
them and invite trouble. The lack of resistance in 
the tire permits sharp objects such as stones and car 
tracks to dent the tread in sharply—the cords break— 
and another claim is made. The term “stone bruise” 
covers a multitude of failures, but most of them could 
have been prevented by keeping the tire properly in- 
flated. 

Running in car tracks will in time cause the inside 
of the tire to develop cracks due to the sharp bending 
that takes place. 

Breaking on the inside of the tire as a result of a 
defect in the material or workmanship generally is in 
a straight line while breakage from improper use 
usually is triangular. 

The dealer can do much to protect his profits and 
reputation by handling quality tires and then seeing 
that they are properly used. 

All too many dealers are inclined to sidestep the ques- 
tions,of adjustment when they arise and it is just this 
reluctance to take any responsibility after the sale is 
made, that has given the mail order house its oppor- 
tunity to build up its surprisingly large tire business. 

Reliable goods, fair prices and honest service are 
doing much to bring back to the automobile dealer the 
tire business which should be his. 


16 


The local dealer has many advantages over the mail 
order house. Convenience in having his stock always 
ready for an emergency is an important point. When 
buying locally there is no long wait for the goods, no 
possibility of their going astray and then the longer 
wait while a check-up is made. 

When having a single tire shipped, the customer pays 
a higher transportation charge than the dealer pays per 
tire when buying a large quantity. This may not be 
a very large item, but it does tend to reduce the price 
difference between mail order tires and those purchased 
locally. 

In many communities there is strong sentiment 
against buying outside of the community and this fre- 
quently influences people—particularly the merchants 
—to patronize the other local business people. 

And then there is the matter of personal service. 
It is always more pleasant to deal with a person with 
whom you are acquainted than with a distant organ- 
ization. Also many dealers make a practice of mount- 
ing without charge all new tires that they sell. This 
is a big item, as a new casing is stiff and the average 
owner has great difficulty in mounting it, and frequently 
pinches the tube and ruins it in doing so. 

So the dealer who stresses the convenience, economy 
and service that he can give is on the right track to 
bigger tire sales. 

Repairs to casings can be profitable both to the dealer 


(Continued on page 32) 





This well equipped shop is building profits for a car dealer 

in Indiana. Here profitable repairs are sold. Also used car 

tires are given a new lease on life with the result that more 
money is made in the used car department. 
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Selling Used Cars 


in 


a Small Town 





HE Reamer Broth- 





ers of Willmar, 
Minn., find a big 


Guiding Principles of Reamer's Used Car 


social contact with cus- 
tomers but also in every 
business deal. Purchasers, 


demand for auto- Business as well as other patrons, 
mobiles, both new and sec- 1. Every car is honestly represented and guaran- must be satisfied and 
ond-hand. They are very teed on that basis. pleased. “Although our 
successful with selling used 2. All used cars offered for sale have been recon- service has always been 


cars. Having made a spe- ditioned. 


cial study of this branch of 


how to dispose quickly of 
their second-hand machines 
at a fair profit. 

This enterprising firm 


in stock. 








3. Every car is plainly marked with the model 
and year of manufacture. 
their business, they know 4. Every used car is sold on five days’ trial and if 
the purchaser is not satisfied with it in that time he 
may return and receive full credit on any other car 


good,” says Mr. Reamer, 
“we are constantly striving 
to improve it.” 

Last year they disposed 
of nearly 200 second-hand 
cars, and at a fair price, 











too. Mr. Reamer says that 





was started by L. H. 

Reamer about five years ago, when he began a small 
repair business in the back yard of his home lot. An 
inexpensive shed served as his shop, which was just 
large enough to house the tools and two cars. Here he 
endeavored to do, at reasonable prices, the most satis- 
factory repair work in the neighborhood, and the num- 
ber of his patrons rapidly increased until he was obliged 
to hire several helpers. He then obtained the agency 
for Ajax tires and several automotive accessories and 
also for the Crosley radio. 

A big radio was installed in the shop and a few sam- 
ples of tires and tubes were displayed on a stand 
beside it, so that customers who listened in would be 
sure to examine these goods at the same time. Neat 
little cards stated the name and price of each article 
displayed. The plan worked fine and helped to sell 
many casings as well as a number of radios. 

Putting on still another man at the shop, he loaded 
some of his goods on a light truck and went out to 
visit every home in the neighborhood for the purpose 
of advertising -and introducing his tires and radios and 
also the Hudson and Essex automobiles, which he had 
just started to handle. He sold 40 radios and found 
that he would have no difficulty with selling cars. 

Becoming more enthusiastic, he got his brother to 
join him, rented a large building farther uptown and 
started a real automobile business. Here he decided 
to push three things—repairing, radios and cars. 


Finding the Prospects 


He devotes much effort to the finding of possible 

automobile purchasers, and when a prospect is found, 
a Sale is usually made sooner or later. Reamer has a 
way of getting intimate with a customer the first time 
he meets him and together they smoke and chat like 
old friends. Then he takes the prospect out for a 
ride and makes him feel the thrill and pleasure to be 
derived from driving a good car. 
. Mr. Reamer obtains most of his prospects by speak- 
Ing to everybody he meets, by displaying the cars on 
the street in front of the garage and by advertising in 
the local papers. When he finds a man driving a poor 
car, he suggests a trade and gives the prospect an 
offer that makes him seriously consider a deal. 

A part of his success he attributes to courtesy, for 
the ability to please people, he declares, is an asset in 
any business. They practice courtesy not only in their 
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the used car department is 
now a really important division in any car dealer’s busi- 
ness, and they have long studied how to make it profit- 
able and highly efficient. They do not, like some 
dealers, consider the used cars as so much junk not 
worth any selling effort; they consider them almost as 
important as the new stock and handle them in a man- 
ner calculated to produce easy sales, to give entire 
satisfaction, and to bring the best prices possible. 
Four distinct factors contribute to these dealers’ large 
and satisfactory business in used automobiles. First, 
every car is guaranteed and honestly represented. It 
is neither overrated nor underrated, and nothing is 
said about it that is not absolutely true. Second, all 
machines have been gone over and put into good run- 
ning order. Third, every car is marked plainly with the 
model and year it was manufactured. Fourth, a car, 
when purchased, can be driven for five days, and if it 
is not found satisfactory for any reason, the full amount 
paid for it will be allowed on any other car selected. 


Repairs His Used Cars 


Nearly all of the used cars they sell have been 
taken in trade for new vehicles, and as they never 
accept a car before they have given it a tryout on the 
road, they know exactly what they have to offer. A 
machine in poor running order is paid for accordingly, 
and is carefully overhauled before it is advertised for 
sale. A car not worth repairing is sold to the junk 
man. “When I know what every car is good for,” says 
Mr. Reamer, “I can put enthuiasism into my sales 
talk, and nobody can achieve much of a success as a 
salesman without lots of honest enthusiasm.” 

When Mr. Reamer is unable to obtain the price he 
wants for a second-hand car straight out for cash, 
he endeavors to take another old one as part payment 
for it in trade. By doing so he can always get quite 
a bit of cash for the first car, and afterwards it is an 
easy matter to dispose of the second one for a small 
sum. The plan requires two deals, but usually it is 
the more profitable method. It brings higher prices 
and usually spot cash, for the purchasers pay in smaller 
sums. There is no trouble at all selling any old car 
if it can be sold cheap enough. 

Very few of the used cars are sold on the installment 
plan. Always an effort is made to obtain the money 
in one payment, but if a purchaser is unable to pay 

(Continued on page 32) 
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Service Manager, Pierce-Arrow Motor Car Co. 


Pierce-Arrow 


Schedule Worked Out at Factory Takes Into 
Consideration the Material Required 


and Comes Close to Answering 
the Question “What 
Will It Cost?” 


HE Pierce-Arrow Motor Car Co. has distrib- 
uted to all of its dealers and distributors a 
complete set of flat rate schedules covering all 
operations on the Pierce-Arrow cars. These 


rates are contained in a binder with a master index and 


are so 
date. 


arranged that they may be readily kept up-to- 


For the ready reference the subject matter is grouped 
as follows: 


NAT PWN 


Lubrication. 

Engine Assembly. 

Electrical System. 

Transmission System. 

Front Axle and Steering Arrangement. 
Rear Axle. 

Steering Column Assembly. 





Representative Service Operations Together 
































Other Operations Are Covered in Detail in the Complete 






































ers and 
ENGINE 28- 1 Radiator assembly — remove 
- Total and replace 15 2.25 2.98 3.03 
| — —e Pa: “a 28- 4 Radiator core—renew 2.5 3.45 53.34 57.54 
20- 1 Engine assembly with clutch ELECTRICAL SYSTEM Total 
and transmission—remove and Time Labor Charge 
replace 10.0 $15.00 $17.60 $17.80 Hrs. Chg. Min. Max. 
20- 2 Engine inspection — remove 31- 3 Delco Distributor—time to 
and replace crankcase oil pan 3.5 5.25 8.31 8.52 standard setting & $1.20 $1.20 $1.20 
(Does not include any re- 31- 4 Ignition contact screw and 
pairs.) arm—renew 5 75 2.57 2.71 
20- 3 Engine’ inspection — remove 31- 5 Delco breaker  points—clean 
and replace timing gear chain and adjust 5 75 .75 15 
cover 2.0 3.00 4.02 4.10 31-15 Ignition wires—high and low 
°20- 4 Engine inspection — remove tension—renew 2.0 3.00 6.20 6.55 
and replace cylinder head........ 2.0 3.00 4.09 4.18 te 2 Generator—clean and adjust... .5 15 15 15 
(Operations 20-2, 3, 4 are for 5- 1 Horn—clean and adjust........... 5 .75 75.75 
the purpose of inspection and 35- 5 — and lighting switch ; 
do not include any repairs.) —excnange 1.0 1.50 10.34 11.0 
22- 7 Timing chain—renew 8 1.20 15.29 16.38 35-6 Dash ammeter—exchange ...... — 75 2.81 2.43 
oe chain cover removed TRANSMISSION Total 
Steen Time Labor Charge 
aaa per SNe Hrs. Chg. Min. Max. 
7 ee — 40- 1 Transmission inspection — re- 
22-16 —— damper—remove and : oan _ “a. move, disassemble, inspect, re- 6.0 $9.00 $9.77 $9.88 
= “atten ann nat be , , , ; . assemble and replace 
vi te (Does not include any repairs 
<i . . and is only a basis for deter- 
ong rg! chain cover removed mining repair operations 
24- 1 Connecting rod bearings—re- necessary.) 
duce all . %.0 10.50 10.50 10.50 FRONT AXLE Total 
(Oil pan removed on 20-2.) ; Time Labor Charge 
25- 6 Remove carbon and_e grin Hrs. Ch : Max. 
‘ . gz. Min. Max 
pen gee a ong eo SSO EROS EET cs. 3 Gent eebennemens, straight- , 
oes no en d lac 5 $12. 68 $14.98 
or road _ testing. Refer to — Sw . 8.5 $12.75 $14.68 
141-2.) . REAR AXLE ASSEMBLY Totul 
°95- 6 Remove carbon ..... 3.0 4.50 5.59 5.68 in Ratan Charee 
(Does not include any tuning Hrs. Chg. Min. Max. 
or road testing. Refer’ to 60- 1 Rear axle assembly—remove . 
141-2.) and replace 3.0 $ 4.50 $ 4.52 ¢ 4.94 
28-21 Water pump—recondition.......... 2.0 3.00 7.68 8.04 (Does not include any re- 
28- 1 Clutch assembly—remove and pairs.) 
replace 4.0 6.00 6.72 6.77 60- 4 Differential unit—remove, dis- 
(Does not include any re- assemble, inspect, assemble, - 
pairs.) adjust and replace 9.0 13.50 14.48 {4.00 
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Flat Rat 


4 good motor car de- 
serves good servicing. {% 
The Pierce Arrow manu- 4 
facturers have _ standard- 
ized service on_ their 
products 
» 


8. Chassis, 


Fittings 
and Brakes. 
9. Wheels. 
10. Body and Windshield. 
11. Top. 
12. Nickel Plating. 
13. Paint. 
14. Miscellaneous (Test, Inspection, Wash, Polish). 


For closer cataloging of each operation these groups 
are further numbered. For example the electrical sys- 
tem, which is in the third division, is numbered from 
30 to 39, according to the part referred to, as: 31— 
ignition; 84—generator, etc. In addition this refer- 
ence number is followed by another number that desig- 
nates the operation to be performed. For example: 
operation 34-2 calls for cleaning and adjusting the gen- 








with Their Reference Numbers Follow: 


System, Which Is for the Use of All Pierce-Arrow Deal- 
Service Stations 


CHASSIS AND FITTINGS 









erator. 


This simple method of indexing assists the 
user to readily locate any particular operation. 


The operations have all been worked out so as to 
allow adequate time for a workmanlike job provided the 
proper tools and equipment are used. In addition to 
indicating the charge for each operation instructions 
cover the sequence in which the work should be per- 
formed. The rates are based on a charge of $1.50 an 
hour for the labor and the prevailing list price for the 
necessary material. It will be noticed that there is a 
maximum and minimum total charge. These are the 
sum of the labor charge, which is fixed, plus the ma- 
terial charge, which may vary as indicated, depending 
on territory in which work is performed. Should the 
material charge exceed to any great extent the amount 
indicated, the dealer should get in touch with the cus- 
tomer before proceeding with the work. 




















Total 
Time Labor Charge 
Hrs. Chg. Min. Max. 
S‘l- 1 Front frame cross tube—re- 
| new 1.5 $ 2.25 $ 5.63 $ 5.89 
‘<- 1 Front fender—renew 3.0 4.50 27.38 29.14 
‘s- 4 Running board shield—renew, 
| _ one 3.5 5.25 10.65 11.06 
S2- 5 Rear fenders—renew one........ » 2s 8.00 24.84 26.52 
88 - 5a Rear spring—renew one........--- 2.0 3.00 
‘8- 5b Rear spring—renew both.......... 3.8 5.70 
(Add material to this charge, 
depending on kind and num- 
ber of springs used.) 
88-19 Spring and shackle bolts and 
. bushings—renew all 10.0 15.00 31.02 32.25 
39- 1 Brakes—reline front and rear.. 10.0 15.00 20.62 21.05 
89- 2 Brakes—adjust front and rear 1.5 2.25 2.25 2.25 
TEST AND INSPECTION Total 
Time Labor Charge 
° Hrs. Chg. Min. Max. 
i- 1 Tune up engine (no material 
included) 3.0 $ 4.50 
Includes: 


1. Clean and adjust breaker 
points to standard. 


2. Clean and adjust spark 
plugs to standard: 

». Adjust fan belt. 

4. Clean vacuum tank 
screen. 


v¥. Set tappets standard, en- 
gine warm. 


6b. Remove carburetor 
strainer pot, clean and re- 
place. 

7. Adjust carburetor’ to 


standard setting. 

8. Set throttle so that it 
starts to operate not later 
than % in. on quadrant. 

9. Check clutch pedal to 
floor board clearance, 

10. Fill cooling system 
test. 

ll. Cheek generator charging 
rate and report. 


and 


12. Check oil level and re- 
port. 
i41- 3 Inspection and minor adjust- 
ments 8.0 12.00 
Note: This operation does not include any repairs, 
replacements or lubrication. Lubrication should be 
sold in addition to the following. Any repairs or 





adjustments advisable will be determined by 
inspection and sold as additional. 

The following work is included: 

1. Electrical System. 

(a) Clean and adjust spark plugs. 

(b) Clean and adjust distributer. 

(c) Clean distributer head. 

(d) Test battery and add water if needed. 
(e) Tighten terminal connections. 

(f) Adjust charging rate. 

(z) Test all lights and focus headlamps. 
(h) Test and adjust horn. 

Cooling System. 

(a) Tighten all hose clamps. 

(b) Tighten pump gland packing nut. 

(c) Check fan belt and adjust. 

(d) Add water if needed. 

Oiling System. 

(a) Tighten all oil pipe connections. 

(b), Check oil pressure. 

(c) Check for oil leaks and report. 

i. Gasoline System. 

(a) Clean vacuum tank and carburetor strainer. 
(b) Tighten all gasoline pipe connections. 

(c) Adjust carburetor. 

(d) Oil and free up throttle controls. 

Adjust valve tappets. 

Adjust clutch pedal. 

Inspect all steering gear connections and ball 
sockets. 

Inspect all stearing gear connections and ball sock: 
Adjust front wheel bearings. 

Inspect front wheels for toe-in and report. 

10. Inspect front and rear brakes and report. 

11. Tighten tire rim wedge nuts. 

12. Tighten rear wheel axle-shaft nuts 

13. Inflate tires to proper pressure. 

14. Test. 


the 


bo 


* 
ww 


a 


oe™~ 








October 28, 1926 


19 








New Sliding Seat, Folding Windshield and 
Nickeled Cowl Lamps on Cadillac Roadster 





New sliding seat for Cadillac which 

may be adjusted by loosening the 

locknut in compartment in rear of 
seat 


SLIDING seat, quickly adjustable 
to suit the convenience of the 
tall or short motorists, a spe- 
cially-designed and more _ attractive 
windshield, which may be folded for- 
ward to carry out the straight line of 
the compactly-folded top, and nickel 
cowl lamps of the same design as the 





headlamps are new features which have 
been introduced in the Cadillac cus- 
tom-built roadster. 

The seat adjustment is easily made 
by loosening a winged lock nut in a 
small compartment behind the top of 
the driver’s seat. Two metal slides, 
fastened to the bottom of the seat, 
move forward or backward in two sets 
of similar slides which form dovetail 
grooves and are attached to the floor 
of the car. The seat being entirely 
free from the sides of the car, a range 
of movement three inches forward or 
backward is provided. A particular ad- 
vantage in the movable seat is that the 
driver may move nearer the controls 
for greater safety in city traffic, or may 
find greater relaxation in the far posi- 
tion when on the open road. 


The specially-designed windshield is 
of the single type, hinged at the bot- 
tom and providing maximum wind pro- 
tection when in position. When the 
top is lowered, the windshield may be 
folded forward horizontally to add to 
the flowing lines of the car. It is at- 
tached to a metal base. 


The side lamps are mounted on a 
bracket attached to a metal band of 


Uitte» 


+ 
a : 
Cie 








The new nickeled cowl lamps on 

Cadillac roadster are the same design 

as the headlamps and are mounted on 

a bracket attached to the metal band 

which encircles the hood at the junc- 
tion with the cowl 


semi-circular section which encircles 
the hood at the junction of cowl and 
hood. 


Folding windshield on the new Cadillac roadster and phaetons, in up position and folded forward 





Conference Talks Credits 


CLEVELAND, Oct. 23.—Future meth- 
ods of merchandising of automotive 
parts and accessories and credits were 
the principal topics for discussion at 
the conference of the Motor and Acces- 
sory Manufacturers Association held in 
the Hotel Statler. 

V. R. Peterson, credit manager of the 
Metal Specialties Mfg. Co. of Chicago, 
urged all accessory manufacturers’ 
credit men to get in personal touch with 
the customer. He suggested that credit 
men take frequent trips into the terri- 
tory with salesmen especially where 
new accounts are to be opened. 
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Allard Smith, vice-president of the 
Union Trust Co., told the accessory 
manufacturers that they should always 
consider what would happen to them 
if the automobile manufacturer decided 
to make the merchandise they now pro- 
duce and equip his cars with his own 
products. Smith said the answer is 
that every accessory manufacturer 
should be in a position to quickly turn 
to other lines. 


James Dalton, of Motor, discussing 
“Trends in the Automotive Industry, 
predicted that within another year the 
automobile manufacturing business 
would be in the hands of about 25 


factories and 


submitted government 
reports to show that a process of elimi- 
nation of motor car producers had been 
in progress since 1922. 


C. W. Dickerson, of the Timken- 
Detroit Axle Co., presided at the busi- 
ness meeting and the Cleveland com- 
mittee in charge of arrangements was 
composed of R. E. Hayslett, Hydraulic 
Steel Co.; I. C. Bolton, Warner & 
Swasey Co.; Ludwig Kemper, Midland 
Steel Products Co.; G. C. W. Klippe!, 
Elyria Iron & Steel Co. and C€. &. 
Pomeroy, National Malleable & Stee! 
Castings Co. 


Motor Age 








Automatic Locking Switch on Oldsmobile 


cars use an ignition switch of the 

locking type which is built in- 
tegral with the ignition coil. This 
switch was briefly referred to in the 
Motor AGE of July 15 in which the 
series “E” car was described. The in- 
tention in designing this switch is to 
make it practically impossible for the 
car owner to leave his car unlocked, 
for it has been found that a majority 
of the automobiles equipped with im- 
proved locking devices are habitually 
left unlocked when parked, although 
generally they may be easily and 
quickly locked. 

The mechanism of the lock is such 
that after the key has served its func- 
tion of unlocking the ignition it be- 
comes an obstacle in turning on the 
ignition switch. Therefore the key must 
be removed from the lock to start the 
engine. This is the first safe-guard, 


[csr new series “E” Oldsmobile 








Oldsmobile ignition lock. A careful 

touch is needed to get the “curb-stop” 

position. Turning to the horizontal 

position automatically locks the 
switch 


forcing the driver to pocket his key 
before he starts his engine and prevent- 
ing his putting it back in the switch 


until the ignition has again been locked, 
as a steel disk closes the key hole 
when the switch is turned on. The 
final safe-guard is the fact that the 
switch automatically locks the car 
when the ignition is turned Off. 

So strong is the habit of careless- 
ness that some automobile owners did 
not wish to be forced to undergo even 
this slight inconvenience and for this 
reason the design of the switch was 
changed slightly to provide a “curb- 
stop” position for the switch. This re- 
quires so sensitive a touch that care 
must be taken not to lock the car when 
the “curb-stop” position is desired. 
When the switch is closed the car is 
said to be safely locked against the 
most expert thieves. Due to the fact 
that the switch and coil are built in 
one unit it is impossible to use a jumper 
to wire across the switch and make the 
ignition operate. 





Ever-Tite Bearing Bolt 


O keep connecting rod bearings 

continually in correct adjustment 
the Ever-Tite Bolt Company at 4750 
Sheridan Road, Chicago, IIl., is produc- 
ing a special automatic bolt. 

The ‘installation of these bolts re- 
quires less time than is needed for the 
average bearing adjusting job and due 
to the design of the bolt the bearings 
are automatically taken up as wear 
develops. 


| 





























Ever-Tite Automatic Belt 

















Complete Storage Garage 


ROCHESTER, N.Y., Oct. 23.—DeRidder 
Brothers, Inc., have completed one of 
the largest garages in the city. The 
Sarage is 350 feet long, has 17,500 sq. 
ft. of floor space allowing for storage 
of more than 200 cars. Most of the 
storage space is taken by automobile 
dealers and distributors in the city who 
store surplus cars there during the 
winter months. 
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Bodies Made to Order 





— are photographs of two special custom built Franklin body 
styles which were made to order for the purchasers. Above is a con- 
vertible coupe which was built for a Philadelphia banker. This car is finished 
in black polished pyroxylin with a single stripe. The top is of imported Eng- 
Ish Burbank. Below is a custom Victoria coupe blit for a Columbus, Ohio, 
purchaser. The finish is a cream tint set off by a special black belt molding 
that sweeps around to accentuate the curved rear deck. The upholstery is pig- 


skin leather. 
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Details of Dodge Brothers Improvements 


‘ N ) ITH their entire dealer or- 
ganization supplied now with 
the improved models, Dodge 
Brothers, Inc., authorizes this week the 
publication of photographs showing the 
major improvements which have been 
incorporated in the Dodge Brothers cars 
within the last few months. Following 
the recent display of the improved 
models in the dealer salesrooms located 
in the leading cities, announcement of 
the changes in the cars was made in 
the Sept. 30 issue of Motor AGE. 

The major features which included 
the adoption of a five-bearing crank- 
shaft, stiffer crankcase, air cleaner, 
two-unit 6-8 volt electrical system and 
the new steering gear assemblies, were 
treated in detail in the Sept. 30 issue. 
Several other improvements not re- 
ferred to in this story are available now 
and given herewith. 

Formerly the oil pan and the fly- 
wheel dust cover were a one piece 
pressed steel stamping, now they are 
separate. In order to make for easier 
removal of the oil pan and to provide 
additional rigidity for the flywheel 
housing, the cover for the lower half 
of the housing is now of cast iron while 
the oil pan is the same as before except 
for the change in the rear flange. The 
oil level indicator is now placed imme- 


diately behind the carburetor whereas . 


on the previous cars it was located be- 
tween No. 1 and No. 2 cylinders. 


Two slight changes have been made 
in the oiling system. With the igni- 
tion distributor now driven off the for- 
ward end of the water pump shaft by 
helical gears, lubrication for these 
gears is provided for by a slinger 
attached to the camshaft gear which 
receives its oil from the front end of 
the main horizontal oil line running 
through the engine. The oil pump 
check valve formerly placed between 
the water pump and the timing gear 
case is now located at the rear of the 
engine on the same side, where it is 
much more accessible and makes for 
simpler piping. 

With the placing of the starter on the 
flywheel housing where it engages with 
the teeth cut in the flywheel by a 
Bendix drive, it was necessary to alter 
the carburetor bowl and the breather. 


The starter uses a Bendix drive. With 
the new starter location the carburetor 
bowl is now forward of the carburetor. 
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Sectional view of new Dodge Brothers engine showing five 
bearing crankshaft and air cleaner. 


The former now has the bowl: toward 
the front of the engine which allows 
ample room for the removal of the 
starter, while the combination oil filler 
and breather is located at the forward 
end of the crankcase. While the dis- 
tributer in its new location is prac- 
tically the same as when mounted on 
the extension of the pump shaft, the 
semi-automatic advance is now imme- 
diately below the _ distributer head 
whereas formerly it was mounted on 
the side. For export use, a magneto is 


mounted vertically in the place occu- 
pied by the battery distributer. 
A change has been made also in the 





Instruments are under one glass and 
switch has glass covered dial. Indirect 
illumination is used. 


The steering wheel has new aluminum 
levers made possible with the adop- 
tion of the hollow steering gear shaft. 













A new steering gear 
with 10 to 1 reduction 
is used. It is designed 


for better adjustment 
and more even tooth 
contact. 


valve materials. The exhaust valves 
are now formed of one piece silchrome 
steel with the inlets of the usual two- 
piecé type employing -the cast iron 
head. Formerly both the exhaust and 
inlet valves were of the two-piece 
variety. 

Dimensions of the new intermediate 
crankshaft bearings were not given in 
the previous story. Their diameters 
are the same as the other three main 
bearings, namely 1% in., while their 
length is 144 in. The crankshaft which 
is fully machined and balanced is 
slightly more than 10 lb. heavier than 
the previous three-bearing shaft. 


The new six volt generator gets its 
drive through the water pump. 
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OLD STUFF and NEW ANGLES 
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SEQUOIA BOULEVARD 
along the trunk of a fallen 
giant said to have been a 
fourishing sapling of 140 
years at about the time of 
the Norman Conquest of 
England, or about 565 
years old when Columbus 
sailed from Spain. During 
its 1000 years of life ani- 
mals now extinct may have 
climbed its shaggy bark but 
we will bet it has never 
before been climbed by an 
automobile. 


EX-PRESIDENT WILLIAM HOWARD TAFT, taking the 
air with his family in his latest model Studebaker. It 
was the latest Model in 1908 but has aged some in 18 
yonee sage Penge yooer ms models, in — r ~— 
nobby lines, will be as perfect antiques as this after the 
EASY WAY TO GET A CAR. Knock a fight of another dozen and a half years. 
homer over the fence through a Chevrolet 
Dealer's window. Try and do it! But it 
worked with Babe Ruth in the World 
Series at St. Louis. He was presented with 
the car and photographed. When we did 
the same thing once we were chased by 


the constable and our father paid for a 
new glass. 








THE GOOD ROADS SPECIAL, sent out by the Kelly-Springfield 
Tire Company to stimulate interest in good roads. Its first trip 
was from New York to Cleveland where it excited much com- 
ment because its stack emits smoke, its bell rings, its whistle toots, 
and it is equipped with sandbox and Westinghouse air brakes. 

THIS YOUNG ANTIQUE is none other-than the now famous 
Harry Miller as he appeared 20 years ago as Mechanician to 
Ernest Keeler who piloted the Oldsmobile racer shown with Miller. 











TIPS ON NEW ACCESSORIES 


AC Gas Strainer 


ITH the introduction of a simple 

design gasoline strainer, the AC 
Spark Plug Co., Flint, Mich., is now 
marketing a trio of devices which pre- 
vent the entry of foreign matter into 
the gasoline, oil and induction systems 
of automotive engines. 


Supplementing the company’s air 
cleaner, oil filter and other accessories, 
the new fuel strainer is claimed to 
have an unusually high degree of clean- 
ing efficiency due to the location of the 
screen. Gasoline enters the glass bowl 
through the top center connection and 
through the short extension, the latter 
being provided with a horizontal outlet. 
Water and foreign matter settle in the 
bottom of the bowl while the clean gas 
is forced upward through a fine brass 
screen lying in the horizontal plane at 
the top of the bowl. 


To clean the bowl it is necessary to 
shut off the fuel supply by closing the 
needle valve pet-cock and then by loos- 
ening the knurled lock nut at the bot- 
tom it permits the bail to swing side- 
ways thus allowing the bowl to be re- 
moved. As the latter comes away it 
brings with it the screen which is held 
to the bowl by two springs. The out- 
side edge of the screen sets into a 
shallow rim at the top of the bowl and 
when pressure is applied to the bottom 
of the latter, a perfect joint is formed 
where the bowl and screen form con- 
tact with the head of the strainer. 


According to the instructions of the 
AC Company, it is recommended that 
the strainer be inserted in the fuel line 
between the vacuum tank and the car- 
buretor as in this manner it will catch 
any water condensation which is likely 
to take place in the vacuum tank. 





New Atlas Heaters 


HE Atlas Brass Foundry Company, 

999 South Park St., Columbus, 0O., 
offers the trade a new heater for Ford 
and Chevrolet cars. It is built on the 
principle of enclosing the heater inside 
the exhaust manifold. Through the 
center of the manifold runs a steel 
heater tube which manifold exhaust gas 
cannot enter and at the front end of 
the heater tube is a funnel, adjustable 
so it may be set to just clear the fan 
blades. Fresh air drawn in by the fan 
is forced through the funnel into the 


eee! mana 


heater tube, the heated air passing into 
a delivery chamber from which point it 
may be turned up into the car by means 
of a deflector valve or to the outside 
below the floor of the car. Installation 
is a matter of substituting the Atlas 
combination for the regular exhaust 
manifold, using the same clips and 
bolts. The Ford model complete with 
carpet binder and register lists at $6 
(in far west $6.50). The Chevrolet 
model complete with binder and register 
lists at $7 (in far west $7.50). 





“Hot Coil” Car Heater 


JILLIAMS-HAMILTON & Company, 

58 E. Washington St., Chicago, are 
manufacturers of the “Hot Coil” Car 
Heater, an equipment operating on the 
hot water principle. “Hot Coil” uses 
the water as it comes off the engine 
where its heat is at the highest point, 
the water then circulating through 
special coils which are secured to the 
metal dash under the instrument board 
out of sight. The coils are said to have 
ample radiating surface, heating the 
whole car quickly and thoroughly. In- 
stallation can be easily and quickly 
accomplished. Control is within easy 
reach from anywhere in the front seat 
and there is no interference with the 
original leg room or instrument board 
connections. Price installed is $18.50. 
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Larkin-Thuro Half-Pound Lubricator 


A Lubricator for Owners 


ESIGNED for the use of the person 

who wants to do his own greasing 
the new Larkin-Thuro Half-Pound 
Lubricator is manufactured by the 
Larkin Automotive Parts Co., Dayton, 
O. It is said this gun is identical in 
principle and. design with larger 
Larkin-Thuro guns for service stations 
and is capable of delivering 7,500 lbs. 
pressure when required. The handle 
works pump-fashion, each stroke in- 
creasing pressure. Lubricant is auto- 
matically fed to the head of the gun, 
no screw action being necessary. The 
device comes equipped with regular all- 
steel, ball-jointed hose which will not 
leak and which facilitates operation at 
difficult angles. It is catalogued as 
No. JA-18. 





Tire Chain Cabinet 


HE Chain Products Co., Cleveland, 

Ohio, manufacturers of Hodell tire 
chains, announces that it is now pre- 
pared to furnish a new device to auto- 
motive jobbers and service stations to 
facilitate tire chain sales and fitting. 
The device is a steel cabinet occupying 
but nine square feet of floor space. 
This contains chains in a continuous 
string and in six widths. The operator 
merely draws out the proper length 
for the tire to be fitted and cuts off the 
chain with a special cutting tool which 
also opens and closes connecting hooks. 
A rivet set that makes the attaching of 
fasteners a half-minute job and a 
specially designed anvil are also pro- 
vided. 


Kristalagate Radiator Cap 

ISTING at $5 for the large size and 

$4 for the small size, the Kristal- 
agate Locking Radiator Cap is a prod- 
uct of the Golden Gate Brass Mfg. Co., 
San Francisco, Cal. The cap is made 
of heat-treated brass with solid agate 
knobs which is said to eliminate possi- 
bility of breakage. The makers stress 
the device’s beauty in design and me- 
chanical precision. 


Another new Golden Gate offering is 
its “Radiator Ornament Cap listing at 
$2. It combines both locking and orna- 
mentation features. The cap is made 
of heat-treated brass, heavily nickeled, 
and is furnished either with monogram 
or initial. 




















“Hot Coil” Car Heater 
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Grabbing Brakes and 
Clutch 


Q.—Would you kindly furnish answers 
to the following questions pertaining to 
a model B 1925 Flint touring car? What 
will cause the foot brakes to be too ef- 
fective? The entire system was bled and 
refilled with fresh Lockhead fluid, yet 
the slightest pressure applied to the 
pedal when the car is moving forward 
at a speed of from 3 to 6 miles per hour 
will cause the whole car to vibrate due 
to the sudden stop.—F. L. Tighe, 419 
Colvin St., Baltimore, Md. 

This particular model had brakes 
which were lined with a rubber impreg- 
nated lining and it is quite possible that 
oil has caused the lining to swell or 
possibly to scale off in places with the 
result that at low speed the brakes 
would be quite likely to lock. There is 
also another possibility in connection 
with the linkage mechanism within the 
brake housing. On later models the 
link that actuates the lower brake shoe 
through the movement of the upper 
brake shoe has been slightly increased 
in length. This link is shown as No. 4 
in the cut of the brake mechanism. The 
official service representative for Lock- 
head brakes in Baltimore, Md., is the 


Wagner Electric Corporation, 2018 N._ 


Charles St., and we are sure that they 
will give you every cooperation to 
make this Flint car perform as it 
should. 


Q.—How is the clutch adjusted? This 
one grabs very badly. 


Adjustment of the Flint clutch is ac- 


complished by means of four nuts. If. 


it is suspected that the adjustment of 
the clutch has been carelessly made at 
some previous time it would be well to 
back off all four of these nuts until no 
tension is exerted on the clutch fingers 
and then bring them up uniformly so 
that the contact will be equal on all 
sides of the clutch. While it is possible 
that the grabbing of the clutch may be 
due to a sprung clutch plate the great- 
est possibility is that the lubrication of 
the clutch collar thrust bearing has 
been neglected. As the clutch plate shaft 
is carried in a bushing within the clutch 
collar oil chamber, failure to fill the 
chamber with a good grade of oil every 
500 miles would in all probability cause 
the clutch plate shaft to stick. The re- 
sult of this would be that the clutch 
would go into engagement suddenly 
Which would result in the grabbing that 
you refer to. 


USE A GOOD GASKET 


Q.—Will you give me an idea of what 
can be done to stop the loss of oil due 
to leakage on a Big Six Studebaker. 
The engine does not burn up the oil but 
it leaks out between the upper portion 
of the crankcase and the cylinder block 
Where the gasket separates the two. 
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Is there any way of putting in a baffle 
plate? Please state what is the best 
gasket material for this place.—kK. A. 
Larsen, Box 1001, Huron, S. Dak. 


There should be no difficulty in in- 
stalling a gasket between the cylinder 
block and upper part of the crankcase 
so as to prevent leakage. A composi- 
tion gasket is the type that we under- 
stand is used as standard by Stude- 
baker, and it would doubtless pay you 
to use this standard Studebaker part 
which has been found to be satisfac- 
tory. About the only thing that might 
give you trouble would be serious dam- 
age to the upper surface of the crank- 
case or the lower surface of the cyl- 
inder block. Damage which would 
cause leakage should be evident on in- 
spection or you should be able to locate 
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Hydraulic brake construction 


the trouble by using a straight edge to 
see if these two surfaces are practically 
flat. Another way you might check 
would be to place the cylinder block 
on the crankcase without any gasket 
and then use a thin feeler gage about 
002 in. thick between block and gasket 
to see if there are any places where 
there is an appreciable gap. 
SHAFT BROADCASTS GEAR NOISE 
Q.—Advise the cause and remedy for 
a vibration or rattle in the water pump 
shaft of a Continental engine model 8A 
used in a Paige 6-66 when going at a 
road speed of 28 miles per hour or over. 
Sometimes it does not rattle until speeds 
above 33 miles per hour are reached. 
The end play in the shaft was adjusted 
by taking out shims in back of the fan 
pulley until there was a slight drag, 
but this did not stop the rattle—Abel’s 
Service Station, Cor. Oak & Cottage Sts., 
So. Manchester, Conn. 


This noise is probably due to worn 
timing gears which need to be replaced. 
Generally results are most satisfactory 
when timing gears are replaced in sets 
for a new gear does not mesh very 
well with one which is worn. 


— _ 


Venturi Construction to 
Reduce Dilution 


Q. I have a car on which I am experi- 
menting with the idea of reducing con- 
densation and oil dilution in crankcase. 
I wish to run a pipe from the breather 
to the carburetor air intake. Would a 
%-in. gas pipe be large enough to ac- 
complish the purpose? Should the pipe 
be protruding inside the air intake to 
create the injector effect and if so, how 
much? Has the shape or orifice of said 
pipe anything to do with the suction? 
—L. Vilatte, International Falls, Minn. 

It looks as if you want us to do the 
experimenting. Devices of this sort 
have been tried but it is our under- 
standing that the connection is usually 
made to the intake manifold between 
the carburetor and engine. Under these 
circumstances a vacuum is produced in 
the crankcase and the size of the pipe 
would have to be small or the opera- 


tion of the carburetor would be affected. 


The injector principle you outlined is 
similar to the action of a carburetor 
where a venturi or narrowed portion of 
the air passage is used to increase the 
suction. You might try the same thing 
and construct an inlet shaped like an 
hour glass and then run your pipe 
from the oil filler to the narrow point 
of this inlet manifold. Perhaps you 
have observed that the latest thing in 
crankcase construction is a scheme of 
ventilation whereby air is taken in and 
then drawn out again and something 
of the sort might work out well in 
your case. 


RAISE COMPRESSION CAUTIOUSLY 


Q.—How could I mill from the top of 
a Chevrolet block in order to improve 
performance without experiencing diffi- 
culty with detonation? I figured on 
planing off about % in. but I would like 
to have your advice first. Of course I 
figure on burning special high compres- 
sion fuel when I make this change.— 
Gray oMtor Co., Rossville, Ind. 

In order to be on the safe side we 
would not advise taking off as much as 
14 in. at the first cut. Generally a cut 
of about zy in. is about all that the 
engine can stand without objectionable 
detonation. If no difficulty is experi- 
enced after taking off that amount, an 
additional =s in. could be removed and 
the engine again tried. If satisfactory 
then and you still feel that you would 
like to have a little higher compression 
another cut of zs in. could be taken. 
This of course involves considerable 
labor, but it is better to take off too 
little than too much. However, should 
you find that too much material had 
been removed you could offset this by 
installing an extra gasket, but we 
would hardly recomend taking off a 
full % in. at the first cut. 
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In these two plans MOTOR AGE is try- 
ing to show the limitations of the build- 
ing on a narrow inside lot. The auto- 
mobile is not a thing to handle in 
cramped spaces. Just as in the zoo, the 
elephant must have a special house so it 
is with the car; it does not pay to stop 
half way 
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By Wellington Gustin 
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WANTS TO REPLEVIN CAR 

Q.—We hold a Pennsylvania bailment 
lease on a car sold to a Mr. . He 
removed it from the State of Pennsyl- 
vania without our consent, partially 
wrecking the car, and left it in a garage 
in Andover, N. Y., to be repaired. After 
I discovered where the car was, I went 
to this garage owner and he stated that 
there was a bill of some $69. I told him 
that if, after I examined this car, and 
the work had been done as per his state- 
ment, I would give him a check and re- 
move the car. However, he refused to 
let me examine the car, having it hidden 
some place. He now has raised the bill 
to some $79. 

Have you any decisions of the Supreme 
(‘ourt as to my rights with a replevin in 
New York State? If possible, I would 
like to be able now to reclaim the car, 
and let him hold Mr. for his bill. 
-—J. E. Moffett, Bradford, Pa. 

[ am not familiar with the legal status 
of a Pennsylvania bailment lease, but 
from the meager facts you present, I 
take it to be a form of conditional sale, 
or a form of retaining title to a car sold 
by you. Now New York State gives the 
garagekeeper a lien for repairs and sup- 
plies and the New York courts have held 
this lien to have prior rights over chat- 
tel mortgages and superior to a condi- 
tional bill of sale to secure the purchase 
price of a car sold. Again you would 
have to go into New York State to bring 
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action and the local law would prevail 
to the extent where one of its citizens 
was involved and the foreign law gov- 
erning a citizen of another state is con- 
trary to the local law. Comity of law 
between the states does not prevent a 
state from administering its positive 
law contrary to the law of another 
state, where that law is for the benefit 
of its own citizens. 


According to the New York statute 
the garagekeeper is entitled to a lien 
which gives him the right to possession 
until his charges for storage, repairs 
and supplies are paid. If he has lawful 
possession, or if he has a lien and is in 
possession then replevin will not be 
permitted, for that action is based on 
the right of possession. The trial is to 
determine that fact—the right to pos- 
session. 

Your only hope to win the case would 
be to show that your customer was not 
the owner of the car—neither as a con- 
ditional vendee or as a mortgagor re- 
maining in possession or otherwise. 
For only such an owner is authorized 
to order repairs, etc., thereby creating 
the lien. 

Does your bailment lease remove 
ownership as stated above as soon as 








Automobiles and Narrow 
Spaces Are Poor 
Combinations 


Q@.—I have an option on a 25 by 125 
ft. inside lot and wish to construct upon 
it a repair shop to handle general re- 
pairing, battery and ignition work. Would 
like a wash rack and will install a 
chain hoist. Want a small office and 
space to show some accessories. What 
would be your recommendations ?—Chi- 
cago Repairman. 


Motor AGE has never approved of 
such narrow inside lots for automotive 
business and while we have made a lay- 
out for you using the space to the best 
advantage we can figure out, we have 
also made a layout with exactly the 
same area to show how much better 
results can be obtained with a wider 
space. 

Beside the improvement in arrange- 
ment the narrow building will require 
64 linear feet of outside wall more than 
the wider one. This alone will increase 
the building cost considerably. It will 
be noted that there are five cars in 
service in the wide building while there 
are only four in the narrow. There is 
also a space for equipment which the 
narrow layout does not have and also 
a space beside the main entrance 
for quick service, battery service or the 
space might be used for the storage 
of two cars, either before or after serv- 
ice. 

The wash rack space in the wide 
building can also be used for the stor- 
age of three cars while the wash rack in 
the other layout could accommodate 
only two cars. 

The only feature which the narrow 
building contains which the wide one 
does not is the drive through feature. 
but this we believe is a necessity rather 
than an advantage. The wide building 
could dispense with skylights, although 
we do not think it advisable while the 
narrow building is absolutely depend- 
ent upon skylights. 








car is removed from state, thereby pre- 
venting this customer to create a lien 
in New York? If you can show tie 
customer could not create a valid lien 
in New York, then you can replevin. ! 
have found no decision in point. \0U 
have a cause should you care to carry 
the matter through. But that is **- 
pensive. 

Often the criminal law makes ‘°° 
moval of mortgaged goods, and such: 4 
crime or misdemeanor. 

Again, if the charges of the garage i" 
New York are excessive, that maiicr 
can be adjusted in court. 
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High Compression for 
Truck and Speedster 


Q. We operate as a service and wreck- 
ing truck a Paige 55 roadster, with Con- 
tinental engine. We wish to increase 
both the power and speed, as we have 
large territory and bad roads. With the 
introduction of special gasoline into this 
country we feel that we could stand 
higher compression without danger of 
knocking. Would it be advisable to 
plane off the bottom of the cylinder 
block and how much could be taken off? 
—Jackson’s Garage, 1675 Portage Ave., 
St. James, Man., Canada. 

We sometimes recommend the plan- 
ing material from cylinder head or top 
of cylinder block when the head is 
detachable. On this car where the cyl- 
inder head is not detachable we hesi- 
tate to make a recommendation. If 
you should plane off material from the 
bottom of the cylinder it would also 
necessitate changes in the valve mech- 
anism. A simpler method would be to 
have pistons which have a greater di- 
mension from the piston pin to the 
top of the piston itself. This, however, 
would necessitate careful study of the 
dimensions to make sure that you did 
not get a piston which would carry the 
upper piston ring above the cylinder 
bore. There is not much question but 
what you could stand higher compres- 
sion with special gasoline. 

Q. During the winter we build up a 
number of speed cars out of Ford chas- 
sis and as we sell these to young fellows 
we have to keep the price down. At 
the same time we would like to do a 
little more than merely add a Ford body. 
Would planing the head down and in- 
stalling Fordson valves on intake only 
be in order? 

We believe it is just as important 
to be able to get the old exhaust gas 
out as it is to get new intake gas in 

gain. We accordingly feel that if 
larger valves are used they should be 
used for both intake and exhaust. It 
is possible to plane the cylinder head 
of a Ford engine as much as % in. 
although it might be well to take off 
is in. first and then an additional 2 
in. until a total of % in. is removed. 
We ordinarily do not recommend this 
but believe that one of the overhead 
valve type cylinder heads accomplishes 
results which more than justify the ad- 
ditional expense. Your case may be 
different, however, as you are merely 
using slack time during the winter 
Which would not otherwise be profit- 
ably employed. Under these circum- 
stances the change to larger valves is 
ho doubt worth while. 


BEND ’EM COLD FOR SAFETY 


Q.—It is noticed in our repair depart- 
ment that many front axles coming to 
Our shop for straightening and alter- 
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ing have been previously heated in spots 
for similar alterations. We do this 
work cold by removing the axle and 
using a 50 ton press and large bending 
irons for giving them the proper caster. 
It is easily noticeable in doing this 
work cold just where an alloy steel 
axle has been heated. It is our conten- 
tion that this dangerous method of 
straightening axles should be brought 
to the attention of repair shops, for 
the front axle is about the most impor- 
tant part of the car from the standpoint 
of safety and is especially vital where 
four wheel brakes are used.—H. A. 
Thayer, Automotive Garage, 21 W. 
Gutierrex street, Santa Barbara, Calif. 


SHOP KINKS 


That a. — ‘Pound Useful 


KEEPS USED CAR BATTERIES 
FULLY CHARGED 


In selling used cars it is often 
found that by the time a possible pur- 
chaser is located that the battery is so 
run down that it will not operate the 
starter. This is a serious obstacle in 
the way of completing the sale. We 
have a method which overcomes this and 
keeps all the batteries in the used cars 
in good condition. In back of the stalls 
where the used cars are kept there is an 
alternating current line with a socket 
opposite each car. We use a small port- 
able rectifier which can be connected at 
any socket. The rectifier is placed on 











the floor under the car where the bat- 
tery needs charging and the leads are 
connected directly to the battery without 
the necessity of removing it from the 
car.—Fred H. Harrison, Runnell’s Gar- 
age, DeKalb, Ill. 





Readers of Moror AGE are invited to 


submit ideas that they have found useful 


in doing some particular service job in 
the shop in a better or quicker way. For 
each one published $2.00 will be paid. 
Whenever possible the idea should be ac- 
companied by a sketch or diagram from 
which a drawing can be made. 


Save the Honey for 
the Biscuits 


(2.—We noticed that you people had 
an article in Motor AGE at one time con- 
cerning honey used in automobile radi- 
ators as an anti-freezing solution. We 
have tried same but have not found it 
quite as successful as we expected, but 
we probably did not have it mixed prop- 
erly. Kindly give us any information 
on same.—Knox Garage, 25 E. Michigan 
Street, Duluth, Minn. 

The properties of honey are, we be- 
lieve, similar to those of glucose. Glu- 
cose was highly recommended to us at 
one time by some individual who had 
tried it out but we rather suspected 
that it might tend to clog up the radi- 
ator just as you suggested in the case 
of honey. Subsequently tests made by 
the Bureau of Standards in Washington 
more or less confirmed our assumption. 
The freezing point of the glucose was 
found to be practically the same as 
water, the only possible advantage be- 
ing that in freezing it seemed to have 
a porous character so that it did not 
produce bursting in the same way that 
water does. However, the solidifying 
of the solution in a radiator has two 
effects, one being to burst the radiator 
and the other to hinder circulation so 
that the engine becomes overheated and 
may burn out its bearings. Conse- 
quently any solution which tends to 
clog up the free flow of cooling liquid 
through the radiator is a dangerous one 
to use. 
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MORE ABOUT THE SHOP KINK 


We wish to add an additional sugges- 
tion in regard to charging batteries in 
the car. With some kinds of rectifiers 
it does not make any difference as to 
the way the leads are connected. In 
other rectifiers it is necessary to con- 
nect a certain wire, usually colored red, 
to the positive terminal. The battery 
terminals are sometimes inaccessible 
and it necessitates removing the floor 
board to get at them. It is much sim- 
pler on most cars to connect to one 
ammeter terminal and to some metal 
part of the car such as steering column, 
transmission lever or frame. If a volt- 
meter is available it may be connected 
from the ammeter to some metal part 
of the car. When the meter reads prop- 
erly the voltmeter terminal marked 
positive will be connected to positive 
battery. This will show whether the 
red wire of the rectifier should be con- 
nected to the frame of the car or to 
the ammeter terminal. Either ammeter 
terminal will do. On one terminal the 
meter on the car will show the chare- 
ing current and on the other terminal 
it will not, but aside from this there 
is no difference in the two connections. 
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Using a 12 Volt Horn 
on 6 Volts 


Q.—Is there any way in which a 12 
volt horn, motor driven, can be adapted 
for use on a 6 volt system? Could this 
change be made by changing the throw 
of the commutator leads?—California 
Subscriber. 

We do not know of any way to make 
this change for it means that the size 
of the wire in the armature and pos- 
sibly in the field also should be changed. 
In general the 6 volt system will have 
half as many turns and the wire will be 
twice as big. You might get fair serv- 
ice from this horn by connecting five 
dry cells in series with it. In this way 
the horn would be operating on ap- 
proximately 12 volts while the rest of 
the car would be operating on 6. This 
would of course entail occasional ex- 
pense for dry cell replacement, although 
they would be used only when the horn 
was operated. 


Q.—Is there any way in which a 22 
volt radio B battery can be charged from 
an ordinary rectifier such as is used in 
charging A _ batteries?—Califronia Sub- 
scriber. 

This depends on the rectifier. We 
know of one type in which it is only 
necessary to push the button to the B 
position in order to adapt the rectifier 
for use on B batteries. Another rectifier 
operating on the vibrator principle can 
be used in accordance with a diagram as 
supplied with the device. We are not 
familiar, however, with the exact nature 
of the circuit but this could be obtained 
from the manufacturer. 


Q.—Would it be all right to hook up 
.5 six volt batteries in series and use a 
32 volt carbon bulb as resistance for 
charging a 22 volt B battery.—California 
Subscriber. 


This sounds like a very good sugges- 
tion. The 22 volt B battery will come 
up to a voltage of about 27.5 when fully 
charged, so that you will always have 
more voltage in the 5 automobile type 
batteries than you have in the B battery. 
B batteries should be charged at a rate 
of about .5 ampere to start which 
should taper down to about .2 ampere. 
The voltage difference at the start will 
be 30 volts minus 22 volts or 8 volts. 
Accordingly if the 32 volt carbon bulb 
which you refer to draws 2 amperes 
normally on 32 volts then it would draw 
.5 ampere on this difference of 8 volts 
and would be just right at the start. 
Then as the voltage of the B battery 
comes up the current would be automat- 
ically reduced so that this type of bulb 
would prove satisfactory for the whole 
charge. The amount of energy taken 
from the 5 batteries would be almost 
negligible for the average B battery 
has a capacity of 3.5 ampere hours and 
even assuming the battery is somewhat 
inefficient and that we take 5 ampere 
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hours from our other battery it would 
not be enough to consider. 


eee ee 


ALL MAGNETOS ALIKE— 
ELECTRICALLY 


Q.—Can you supply internal wiring 
for Teagle magneto, model L 59-S?— 
Catskill Tire & Vulcanizing Works, 6 
W. Bridge Street, Catskill, N. Y. 


We are not certain as to the model 
of the magneto, but as the internal 
circuits of magnetos are all about alike 
we believe we can give you the neces- 
sary information. We are showing dia- 
gram which illustrates method of con- 
necting one type of Teagle magneto. 
In this magneto one end of the primary 
winding is brought out to a terminal 
marked battery. If the circuit at the 
left is used, the switch can be turned 
to one of three positions. In the left 
position it grounds this terminal so 
that the machine operates as a typical 
magneto. In the off position it dis- 
connects the primary and in the bat- 
tery position it feeds battery current 
to the primary winding of the magneto 
to give a stronger spark in start- 
ing. The diagram at the right is sim- 
ilar except that the action is auto- 
matic. In this case when you operate 
the starter switch you automatically 
supply battery current to the magneto. 
Then when the foot is taken from the 
starter switch the starter motor com- 
pletes the ground circuit for the bat- 
tery terminal of the magneto and the 
machine operates in the conventional 
manner. In this case the stopping 
switch grounds the interrupter in order 
to stop the engine from running. An- 
other type of Teagle magneto has these 
Same internal circuits except that the 
primary is internally grounded instead 
of being brought out to the terminal 
marked “Bat.” 
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Timing Ignition on Model 
20 Willys-Knight 


Q.—I have a Willys Knight model 20 
on which the generator has been re- 
moved and I would like to find out how 
to time this engine when replacing the 
generator and ignition units. As there 
are no marks on the fiywheel and no 
valves to guide me I am at a loss 
to know how to set this engine so that 
the ignition will be correct.—Chas. Eby, 
Watseka, Ill. 


The timing of the ignition on the 
Knight engine is in no way radically 
different from timing the ignition on 
any automobile engine. The flywheel 
on the Willys Knight model 20 is sup- 
posed to carry the customary marking, 
but in the event that these markings 
are missing on the car that you are 
working on you can proceed as follows. 
Remove the spark plug from No. 1 
cylinder and turn the engine over by 
hand until you feel the force of com- 
pression against the palm of your hand 
as it is held over the spark plug open- 
ing. The piston is then coming up on 
the compression stroke. Take a piece 
of steel rod or a screw driver and pass 
it down through the spark plug hole so 
that it rests on the top of the piston 
and continue slowly to crank the pis- 
ton to top dead center. As soon as the 
rod has reached the top of the stroke 
and does not move while the crank 
handle is bumped about an inch, the 
piston is on top dead center. Then 
place a mark on the flywheel and also 
on:-some stationary object on the en- 
gine and turn the engine a distance 
of one inch as measured on the fly- 
wheel. With the engine in this posi- 
tion proceed to engage the ignition 
gears so that the breaker points are 
just opening with the ignition unit 
fully retarded. 
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Teagle magneto circuits. At the right the operation of the starter switch also 
supplies battery current to magneto primary 
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_Clearing up Electrical Troubles 


Reversing Rotaticn of 
Autolite Starter 


Q@.—How can a person change the di- 
rection of rotation of a starting motor on 
an Auto-Lite type M. F.? Would just 
turning the field coils around be all that 
is necessary?—Minnesota Subscriber. 

We have not studied out the construc- 
tion of this particular starting motor, 
but will leave that to you: It is neces- 
sary, however, to reverse the current 
either in the armature or in the field 
coils. Our first recommendation would 
be that you remove the commutator end 
bracket without disturbing the counec- 
tion too much and make a sketch of 
these connections. Then assume that a 
battery is connected to the starting mo- 
tor terminal and mark one terminal 
plus and the other minus and trace from 
the plus to the minus terminals and 
make sure that you know which way 
the current goes. Then see what 
changes you can make in the connec- 
tions so as to reverse the current either 
in the armature or in the field coils but 
not in both. 


Due to the fact that the connections 
in a starting motor are usually heavy 
and stiff it is necessary to make ex- 
tensions out of heavy copper strap so 
as to reverse the connections between 
armature and field. These strap con- 
nections should, of course, be carefully 
Insulated with tape to prevent their 
touching the frame and producing short 
circuits. We believe that you will find 
that one field coil is connected to the 
top and bottom brushes while the other 
field coil is connected to the left and 
right brushes. It will be necessary to 
reverse these connections so that the 
coil which is now connected to the top 
and bottom brush will be connected to 
the brushes at the side and the coil 
which is now connected to the side 
brushes will be connected to the top 
and bottom brushes. 


STEPS IN MAGNETO OVERHAUL 
Q.—On an automobile with a high ten- 
sion magneto we could not get any 
spark. We put on another magneto and 
the engine ran perfectly. New platinum 
points were put in the old magneto and 
this did not cure the trouble. What do 
you suppose is the matter.—A. Figueroe, 
Fajardo, Porto Rico. 

The trouble may be in the winding or 
condenser or the armature. To test 
you can take the armature out, remove 
the interrupter and replace the inter- 
rupter screw which goes in the center 
of the armature shaft. Wrap a piece 
of stiff wire around the other end of 
the shaft and bend it over toward the 
high tension slip ring to form a spark 
sap % in. wide. Now connect one ter- 
minal of a battery to the interrupter 
screw which has been replaced after 
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the interrupter was removed and take 
the other wire from the battery and rub 
it along the side of the armature. This 
should cause sparks to jump at the 
spark gap. A somewhat better test can 
be made by using a battery type inter- 
rupter with a condenser across it in 
series with the battery and armature in 
place of rubbing the wire along the 
core of the armature. 

If trouble is not due to armature 
winding or condenser it may be that 
the magnets are weak. If so they should 
be recharged in some shop having a 
good magnetizer. Another possibility of 
trouble is in the interrupter not being 
properly timed. In turning the arma- 
ture by hand you can feel a heavy 
magnetic pull. Just as the pull is over- 
come and the armature starts to jump 
ahead again the interrupter points 
should open. Usually this timing is 
taken care of by a key on the arma- 
ture shaft which makes it possible to 
install the interrupter in one position 
only. Another possibility in magneto 
trouble is having the distributer gear 
timed wrong. It should be timed so 
that the distributer brush is on one of 
the segments when the interrupter 
points begin to open and this condition 
should be checked in both retard and 
advance position. 


WIRING DIAGRAM FOR 1925 FLINT 


Q.—Will you kindly supply wiring 
diagram for model B 1925 Flint touring 
car?—F. L. Tighe, 419 Colvin Street, 
Baltimore, Md. 

The Flint wiring diagram is shown 


in accordance with your request. 
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Model B Flint circuits 


From Reed service manual 


Using Magneto for Bat- 
tery Ignition 


Q.—On a 1921 Chandler, if magneto 
goes dead, how can the magneto dis- 
tributor be used with battery ignition 
and a coil if the latter is necessary?— 
E. Stepanek, Stepanek Service, 3840 W. 
22nd St., Chicago, IIl. 

This magneto was a Bosch B-6 which 
had a vertically mounted distributor. 
The armature was conventional, how- 
ever, and had the interrupter mounted 
at one end. It is not possible to hook 
up an ordinary battery ignition coil to 
this interrupter and then use the dis- 
tributer due to the fact that the inter- 
rupter is connected up with the pri- 
mary in the magneto armature. In 
order to use the interrupter at the end 
of the armature it would be necessary 
to take the armature out of the mag- 
neto and disconnect the primary wind- 
ing from the screw which goes through 
the center of the interrupter and holds 
it on. Then it would be possible to use 
a battery coil, connected from battery 
to coil and from coil to the center ter- 
minal at the end of the armature shaft. 
This is the terminal that is normally 
used when grounding or stopping the 
magneto. There would be no trouble 
in connecting the high tension coil ter- 
minal to the center of the distributer 
and using it without any change. 


NOISY GENERATOR 


Q.—Can you advise me where I can se- 
cure a roller bearing generator for a 
1924 Oldsmobile, model 30? This car has 
a Delco generator with bronze bearings 
which make a lot of noise.—N. Neiheiser, 
1130 Lovers Lane, Akron, Ohio. 


Noise in this generator is most likely 
due to the bronze bearings being worn. 
These machines are not noted for noisy 
operation. Our suggestion would be 
that the most economical and satisfac- 
tory means of overcoming this trouble 
would be to install new bronze bearings 
instead of looking for a generator which 
is equipped with roller bearings. When 
the new bearings are put in be sure 
that the air gap between the armature 
and pole pieces is uniform at all four 
poles. Worn bearings would permit the 
armature to revolve too close to one or 
more of the pole pieces with the result 
that it might actually touch and thus 
produce considerable noise even if it 
did not hit hard enough to be destroyed 
and it is quite certain that there would 
be a decided magnetic hum. This mag- 
netic hum which sometimes becomes 
very objectionable is frequently caused 
by too high an output. The maximum 


recommended output of this particular 
generator is 12 amp. 
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Sell Something for the Car 
This Christmas 


A. E. A. Campaign Featuring Slogan, “Give Something for 





the Car 


This Christmas,” Is the Dealer’s Cue 














A neat and suggestive price card for the holiday 
season 
A Christmas wreath for the dealer’s window 
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HE Christmas selling campaign 
of the Automotive Equipment As- 
sociation is again under way. This 
campaign is designed to help automotive 
dealers get their share of the buying 
that will be done in the holiday season. 
For several years the A. E. A. has car- 
ried on an extensive Christmas sales 
campaign, furnishing dealers with win- 
dow and counter display material, gift 
’ suggestion booklets for distribution to 
customers, and special advertising sug- 
gestions. Dealers who have co-oper- 
ated fully with this campaign have prof- 
ited by it. 


Many manufacturers of automotive 


accessories also co-operate by putting 
up accessories in special holiday con- 
tainers or packages for the Christmas 
trade. 

Dealers who expect to promote the 
holiday opportunity to its full possibil- 
ities should begin early. They must 
have suitable stocks of merchandise on 
hand by the time the public begins to 
get seriously interested in making its 
gift purchases. This means that be- 
fore the end of November an adequate 
stock of suitable merchandise should 
be on hand. 

In line with its usual policy the Au- 
tomotive Equipment Association has 


prepared this year a number of window 
streamers in red and green, with the 
slogan, “Give Something for the Car 
This Christmas,” wreaths also in red 
and green, price cards and counter 
cards. 

One of the most useful helps is a 
small booklet with handsome holiday 
cover listing automotive accessories 
that may be bought at various prices 
for Christmas gifts. It is intended that 
dealers should hand these booklets out 
to the public, especially to women. 

This Christmas literature is distrib- 
uted to the dealers through the jobbers 
who are members of the A. E. A. 


Pages from A. E. A. booklet listing many automotive gift suggestions 


AUTOMOTIVE GIFT SUGGESTIONS 


Articles that may be purchased 
for $2.50 or less 


AUTOMOTIVE GIFT SUGGESTIONS 


Articles that may be purchased 
from $2.50 to $5.00 


AUTOMOTIVE GIFT SUGGESTIONS 





AUTOMOTIVE GIFT SUGGESTIONS 


Articles that may be purchased 
from $5.00 to $10.00 








Articles that may be purchased 
for $10.00 and up 





Ash Receiver 
Bar Cap 
Brushes 

Bulb Kit 
Can of Oil 
Chains 

Cigar Lighter 


Cleaning Materials 


Clock 
Flashlight 
Flower Vase 
Heater | 


Luggage Carrier 
Mirror 

Moro Meter Lock 
Parking Lamp 
Pliers 
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Pump 
Radiater Cap 
Seat Cushions 
Spark Plugs 
Spot Light 
Step Plates 
Stop Signal 
Timer for Ford 
Tire Chains 
‘Tire Cover 
Tire Gauge 


Tire Lock 


Tube Patches 
Vacuum Boitle 
Windshield Wiper 
Wrenches 

Wrench Sets 


Ash Receiver 
Bar Cap 
Brushes 

Bulb Kit 
Chains 

Cigar: Lighter 
Clock 
Cushions 
Flashlight 
Flower Vase 
Heater 

Horn. 

Jack 

Lock 

Luggage Carrier 
lunch Kit . 
Misror 

Moto Meter 
Parking Lamp 
Primer 


Pump 

Radiator Cap 
Radiator Cover 
Seat Covers 
Seat Cushions 
Spare Tire Carrier 
Spark Plug Kit 
Spot Light 
Step Plates 
Stop Signal 
Tire Chains 
Tire Cover 
Fire Lock 
Tool Kit 

Tow Line 
‘Tubes _ ' 
Vacaum Bottle. 


Visor. : 
Windshield Wiper 
Wrench Sets 


Automatic W in d- 
shield Wiper 

Bar Cap 

Chains . 

Cigar Lighter 

Clock 

Fidwer Vase 

Heater 

Horn 

Jack 


Lock Steering: 
Wheel 


Luggage Carrier 
Lunch Kit 
Mirror 

Moto Meter 
Primer 


-Pump 


Radiator Cap 
Radiator Cover 


Radiator Shutter 
Robe 

Seat Covers 
Spark Plug Kit 
Steering Wheel 
Steer Warms 


Ah erg Wiper — 


Wrench Sets 


Bumpers Seat Covers 
Chains Shock Absorbers 
Cigar Lighter Speedometer 
Clock Spot Light 


Fire Extinguisher 


Radiator Shutting 
Robe . 


| Steering Wheel 
Sue, ‘liek Fiower Vase rae ied 
Stop Signal Heater . ; 
Tire Chains Hota Tire Chains 
Tire Cover Jack Tire Cover 
Tool Box: Lock Steering Tires 
Tool Kit _ Wheel : Tool Box 
0 Seng Pot Meter Tool Kit 
ump »_ 
“ Yacnum Bottle Radiator Cover Trunk 
ind Visor - 


Windshield Wing: 


Motor 
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MORE NEW SHOP WRINKLES 


U. S. Cleaner and Blower 


Tradesmen engaged in washing and 
renovating automobiles will be inter- 
ested in an announcement by the U. S. 
Air Compressor Company, Cleveland, 
Ohio, of a new cleaning outfit known 
as the U. S. Auto Cleaner and Blower. 


This offers a special portable vacuum’ 


cleaner with attachments for cleaning 
interiors of passenger cars, cabs or 
trucks. The hose connection can be 
quickly changed so as to produce a 
blower which is used to blow water 
from inaccessible places after the car 
has been washed. Use of the blower 
facilitates chamoising and _ polishing 
and speeds up the entire washing 
operation. 

The U. S. Auto Cleaner and Blower 
weighs eight pounds and is carried 
conveniently from place to place with 
shoulder straps. Motor is furnished. 
Sold complete with attachments, the 
device lists at $44.50, f. o. b., Cleveland. 


_-+-—- - 


Buckeye Booster 


Announcement of a new jack for pas- 
senger car service is made by the Buck- 
eye Jack Mfg. Co., Alliance, Ohio. The 
jack is called the “Buckeye Booster” 
and is declared to be capable of lifting 
any passenger automobile regardless of 
size, wheel shape, character of tires, 
chassis or bumper interference. The 
load is carried by Timken roller bear- 
ings, the load being raised on a full 
grip saddle or similar extension top seat 
along guides on the sides of the jack. 
This feature prevents binding of the 
alloy steel screw. The jack and bracket 
are combined into one solid piece, 
carrying also the nut for screw and 
saddle in a one-piece casting. 

Particular reference is made to the 


close proximity of the adjustable step - 


to the screw which minimizes any fric- 
tion and overhang when raising the load 
along the range of the step. The adjust- 
able step may be used as an extension 


top thereby giving a 17 in. maximum 
height. The range thus attained in 2% 
to 17 in. There is a large steel plate 
base making for rigidity and the 40 or 
48 inch foldable handle has a forged end 
to fit the jack socket which offers a 
positive locking device. This jack has 
a minimum of parts and is placed com- 
pactly in a tool box. 








Have It Handy and 
Display It 





Lupton Merchandising Unit for 


Chevrolet Parts 
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A Lupton Merchandising Unit 


David Lupton’s Sons Company, Alle- 
gheny Ave., and Tulip St., Philadelphia, 
announces a merchandising unit for 
Chevrolet parts which provides a handy 
means for maintaining a small assort- 
ment of such parts in stock. The list 
value of parts carried is $355 yet the 
quantities selected are said to be large 
enough to do a complete job on the 
main chassis assemblies. A sign at- 
tached to the top of the unit reads 
“Chevrolet Parts.” To one side of the 
unit is a gasket board five feet long 
showing recommended arrangements of 
parts for convenience and display. Two 
iron straps for long parts are provided. 
The unit occupies four square feet of 
space. 


Inside-Out Tire Turner 

Possibility of turning a tire inside out 
in five or six seconds is claimed for the 
Ramsdell Inside-Out Tire Turner by its 
manufacturers, the Ramsdell manufac- 
turing Co., 6536 Carnegie Ave., Cleve- 
land, O. It is declared to be a highly 
efficient machine for use in buffing, 
skiving, stepping down cementing and 
building up tires. It will take all sizes 
of high pressure and balloon tires. The 
outfit is designed to fasten to the work 
bench and sells for $11.75 f.o.b. Cleve- 
land. 


-_- + 


Flor-Flos 

Flor-Flos is a floor cleaning prepara- 
tion which the manufacturers recom- 
mend particularly for use in cleaning 
the garage floor. Besides its qualities 
as a dust absorbent. making it valuable 
in sweeping floors of shop or showroom, 
Flor-Flos will remove oil and grease 
from the floor. Flor-Flos is sold in two 
popular sized packages retailing at 50 
cents and $1 each, while there is a $5 
package for larger users. Made by the 
Flor-Flos Company, Buffalo, N. Y. 











U.S. Cleaner and Blower 


Inside-Out Tire Turner 
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Some Details of Erskine Six 


NTRODUCED at the Paris automobile show, the 
| Erskine Six is being backed by an intensive adver- 

tising campaign and is attracting an immense 
amount of attention among European buyers. The 
car, which is shown in two body styles: all-metal four 
door five passenger sedan and a five passenger phaeton, 
has a wheelbase of 107 inches, track of 53 inches and 
total weight of 2200 pounds. 

The engine is a six cylinder L-head type of 2% by 
414 ins. bore and stroke, having a piston displacement 
of 146.1 cu. in. anda N. A. C. C. rating of 16.54 h. p. 
It is stated to develop 40 h. p. at 3200 revolutions. The 
water pump is mounted in the forward end of the water 
jacket and is driven by belt from a pulley on the 
crankshaft; a radiator fan is mounted on the pump 
shaft. Lubrication is under pressure to the four main 
bearings of the crankshaft and through the hollow 
shaft to the connecting rod bearings. An oil purifier 
is fitted. The gas tank is at the rear, fuel being brought 
to the carburetor by an electric impulser. 

A single plate clutch is fitted; the transmission 
provides three speeds ahead, with central control, and 
final drive is by an open propeller shaft with two 





Se 
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Erskine Six displayed at Paris Salon 


Semi- 
There are 
internal expanding brakes on the four wheels, with 


universal joints to a spiral bevel rear axle. 
elliptic springs are fitted front and rear. 


operation by both pedal and lever. Kelsey wire wheels 


with detachable rims are standard equipment, and they 
are fitted with 29 by 4.95 in. Goodyear tires. The 
spare wheel is carried across the rear on both models. 





Selling Used Cars in a Small Town 
(Continued from page 17) 

all the cash at once and he is known to be good, his 
note, payable in thirty or sixty days, is accepted for 
the remainder. “Never, if I can avoid it,” says Mr. 
Reamer, “do I sell a car to a person who will have diffi- 
culty in making his final payments. When I sell a 
car, I want it to stay sold.” 


He is ever on the lookout for possible purchasers of 
old cars, and the prospects’ names and addresses are 
jotted down in a memorandum book. Available infor- 
mation regarding the persons’ financial standing is also 
recorded. He has now an extensive list and knows 
something about most of the people in his trade terri- 
_ tory. And when he discovers a good prospect, he works 
him as long as he thinks there is a ghost of a chance 
to land a deal. Wherever he meets him, he speaks of 
the different cars they have on hand and invites him 
to give the machines a trial. He learns how much the 
prospect cares to spend for a used car, and if there 
is nothing in stock that suits him, the seeker is notified 
as soon as something is obtained of the kind he desires. 


Discount for Cash 


Usually a discount of ten per cent is allowed on all 
used cars when they are sold for spot cash, and six 
per cent is allowed on them when they are bought 
on 30 days’ time. These discounts, though making the 
profits a little smaller, help to draw the cash quickly, 
and this ability is important in any business. 


“Although, as a rule, we don’t sell used cars on the 
installment plan,” says Mr. Reamer, “there are times 
when we feel we must do it. But we strive to induce 
every purchaser to make as large a down-payment on 
his car as he can. We like to get 40 per cent. We 
also endeavor to make him spread the payments over 
as short a period as possible, not usually over six 
months. By impressing on a purchaser that he will 
Save money in finance charges by making larger pay- 
ments, he is often induced to do so.” 


When they have a good second-hand car which can 
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be offered at a genuine bargain, they place a price 
card'on it and put it in the street for all passersby 
to observe. This method never fails to attract attention 
and results in many quick sales. All used cars are 
washed and polished so they present a pleasing appear- 
ance, which also helps to sell them. Further, they 
are arranged in the garage so that all visitors have a 
chance to see and examine them. 





Tire Servicing Is More Than Repairing 


(Continued from page 16) 


and to the customer, but judgment must be exercised 
in handling this kind of work. To repair an other- 
wise good casing that has been cut or bruised is wis- 
dom. Such service is true economy for the motorist 
and brings profit to the dealer. All too frequently, 
however, repairs are made to tires that are in such 
bad shape that junking them would be more advisable. 
The dealer takes his profit, the customer puts on the 
tire and it lets go in another place. He has no come- 
back on the dealer, for the repair job held, but he can- 
not help but feel that the dealer has put one over on 
him, either intentionally or otherwise, for the tire did 
not give the service that he had expected. But so long 
as glass, nails and stones will get on our roads and 
so long as motorists will continue to hit curbs and car 
tracks, we will continue to have a large field for the 
capable tire repairman. 





Tent Salesroom Used Profitably 
in Resale Effort 

Opening a tent salesroom in the factory district was 
found an efficient method of selling used cars to work- 
men by Mortimore Motors, Nash distributors. The sale 
was opened with a big parade, featuring a “Leaping 
Lena,” which jumped and cavorted from side to side 
in the street. “Lena,” by the way, was sold 15 minutes 
after the parade was over. 

More than 15 used cars were sold in a single day 
during the drive, with small down payments. 


Motor Age 
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The First 1000 Miles 


HE careful buyer of a new car knows that its 
life depends to a great extent on the care used 
during the first 1000 miles. But he confines his 
attention chiefly to the engine. Even the experienced 
service man advises frequent changing of engine oil, 
slow driving and possibly a little oil in the gasoline 
tank to thoroughly lubricate the pistons and cylinder 
walls. But who thinks of the other parts of the car? 

True, the monthly inspection and lubrication service 
is being checked more than ever before, but at least 
two vital elements in the line of power transmission 
are being overlooked—the transmission and differ- 
ential. 

The pistons rub on the cylinder walls and the metal 
particles thus rubbed off get into the bearings if not 
removed. 

In the transmission and differential the gear teeth 
rub together, transmitting the same power that has been 
handed to them by the engine and they, too, shed metal 
particles which get into their bearings. 

Is there any reason why the heavy oil that lubricates 
the gears and bearings in these units should not be 
changed as frequently and systematically as the engine 
oil is changed? And yet but little attention is given to 
these units. Perhaps that is one reason that the used 
car is the kind of car it is in many cases. In its short 
life bearings. have been tightened in the engine and new 
pistons and valves have been installed so that the 
power plant is fine, but “Oh what a grind when the 
power thus made available is transmitted to the 
wheels.” And what a job it is to sell such a car. 

Profits in the sale of engine oil have made it pay to 
advertise free crankcase service. Perhaps similar atten- 
tion to the sale of heavier lubricant would open up 
another source of profits as yet untouched. 





A wealth of information for dealers will be offered 
by the season’s show-time gatherings. Attend them. 





Be Prepared for the Show 


OME automobile shows are more productive of 
sales and prospects than others and it is not 
always because of inferior staging of the show, 

itself, by the management that exhibits here and there 
tall below the average of accomplishment. 

When a show does not yield entirely satisfactory 
results the fault usually lies in failure on the part of 
participating dealers to organize properly for the effort. 
The most splendid setting at best serves only as a 
magnet to draw attendance, whereupon it is up to the 
individual exhibitors to create interest and do the work 
which leads to individual dealer profits. 

i:very dealer group which is preparing to stage a 
show this season should precede the event with serious 
consideration of a show plan and organization. Hap- 
hazard, hit-and-miss methods can be expected to ac- 
coniplish little. Get the salesmen together a number 
ot times before the show and see that they are in- 
structed on all vital points of the strategy. Have a 
definite plan for the use of literature; for getting names 
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and addresses and other information of value for later 
leads; for giving demonstrations and for sweetening 
the sale with a nice bill of accessories where they are 
also handled. 


It is a good idea for dealer associations to precede 
their shows with special meetings for the discussion of 
show merchandising. The success of a show in sales 
and prospects depends much on such preliminaries. 
Beautiful decorations, a fine display of automotive 
products and enchanting melodies by the 20-piece or- 
chestra contribute merely the means to an end—and 
that end is the opportunity of selling the automotive 
merchant’s wares. 


a 





Even if the used car is not reconditioned it can be 
slicked up. Give it the best possible appearance. 





Those Seasonal Curves 


E have talked quite a bit about the flattening 
\) curve of sales, the high seasonal humps and 
low seasonal ruts becoming less pronounced 
than formerly. This more even yearly distribution is 
because of better merchandising and because the pub- 
lic has come more and more to accept the automobile 
as a vehicle of all-year transportation. At the same 
time we still see seasonal curves and we still hear com- 
plaints against dull periods when the yearly line bends 
downward. It is difficult for some dealers to receive 
the inevitable philosophically. 


It must be gratifying to the trade, however, to know 
that the current dull season has not been so dull as 
the one a year ago. The seasonal curve downward 
was there again but less pronounced than in former 
years and the totals of sales, as a rule, have been 
relatively high. It might be safely ventured, too, that 
on the whole dull season profits have been exceptionally 
large. The trade learns as it grows older. 





The season of slack car sales is a good time for 
accessory and service campaigning. 





A Season of Building 


EPORTS from Motor AGE correspondents in- 
R dicates that 1927 will go down on record as 
a year of considerable building activity in the 
automotive trade. Larger, finer and more practical 
dealer establishments are appearing everywhere. Not 
only is this a suggestion of prosperity in the trade but 
of a future in which automotive merchants will op- 
erate in a larger and more scientific way. For when 
a dealer expands his plant facilities he usually expands 
his merchandising program accordingly. This build- 
ing progress, therefore, denotes merchandising progress. 
The competitor in an old and inadequate home will 
do well, at least, to keep cleaned up and slicked up 
as much as possible. Soiled collars and unpressed 
trousers have little chance with tuxedos at the dance. 
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MANY SHOWS WILL FEATURE 


Practically All Larger 
Cities Jom Movement 


Makers and Jobbers Coop- 
erate in Service Feature 
for Smaller Centers 


PHILADELPHIA, Oct. 26.—Coopera- 
tive shop equipment exhibits in connec- 
tion with local automobile shows this 
year and next are now assured in most 
if not all the leading cities of the United 
States and many of the smaller ones. 

Representing a nation-wide movement 
by manufacturers and jobbers, the 
plan for local exhibits is regarded in 
the trade as likely to boom the service 
equipment business to record heights 
and to add tremendously to the num- 
ber of garages and service stations in 
the country on a basis of modern 
efficiency. 

Coupled with the national exhibits at 
the New York and Chicago shows, the 
s-ctional displays are expected to bring 
the advantages of up-to-date equipment 
more forcibly to the service trade than 
ever before. Although the plan used 
by a group of Philadelphia jobbers last 
year in combining for an equipment 
exhibit at the automobile shows is the 
foundation for the displays this year, 
local groups are arranging the details 
to suit their needs and desires. 

As no national organization is pro- 
moting the exhibits, the precise extent 
of the movement to date is difficult to 
gage, but it is understood that displays 
are assured in virtually all the follow- 
ing cities: Philadelphia, Baltimore, 
Detroit, Cleveland, Milwaukee and 
' Pittsburgh. Among other large cities 
that will probably adopt the plan are 
Los Angeles, San Francisco and Kan- 
sas City. 

Revealing the extent to which smaller 
cities are considering the plan, it is 
likely that Harrisburg and Allentown 
will be represented in Pennsylvania. 

The local groups of jobbers are ar- 
ranging for the displays. They will 
rent the exhibition space and supply 
exhibits. The manufacturers will as- 
sign factory representatives as demon- 
strators and supply direct mail and 
other promotional material. The job- 
bers will have salesmen on hand to 
close deals, the plan this year differing 
from that of the Philadelphia exhibit 
in this respect. 

Among the service equipment men 
who are actively interested in the move- 
ment are R. W. Procter, Black & 
Decker Mfg. Co.; Fred G. Wacker, Auto- 
motive Maintenance Machinery Co.; 
Martin Goldman, General Equipment 
Co.; H. M. Smith, Manley Mfg. Co.; 
George W. Fleming, Fleming Machine 
Co., and C. F. Hodgson. Weaver Mfgz. 
Co. 
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Fedco System on Marmons 

INDIANAPOLIS, Oct. 25.—The Mar- 
mon Motor Car Co. has adopted the 
Fedco system of automobile theft pre- 
vention and detection, according to a 
factory announcement. Every Marmon 
car leaving the factory now is 
equipped with a Fedco number plate 
which it is said cannot be altered, coun- 
terfeited or removed without leaving 
evidence of tampering. 


eed 


Peerless Earnings 


NEW YORK, Oct. 23.—A net income of 
$239,191 after depreciation and federal 
taxes is reported for the quarter ended 
Sept. 30 by the Peerless Motor Car 
Corp., equivalent to 92 cents a share on 
258,589 shares of stock. This compares 
with $694,336, or $2.68 a share in the 
second quarter and $211,737, or 92 cents 
a share in the third quarter of last year. 

Net income for the first nine months 
amounted to $1,139,330 after charges, 
equal to $4.40 a share. 

Four Hupp Records 

DETROIT, Oct. 25.—September saw 
the establishment of four new records 
by the Hupp Motor Car Corp. In finish- 
ing shipments for the month the cor- 
poration had, in less than nine months, 
exceeded the best previous entire year’s 
production, 1925, in number of cars 
produced and sold. The month was 
also the largest in the company’s his- 
tory and was the twelfth consecutive 


month in which both factory ship- 
ments and retail shipments had ex- 
ceeded those for the corresponding 
period a year ago. 

On Oct. 1 the company had nearly 
$2,000,000 in unfilled orders, according 
to O. C. Hutchinson, general sales man- 
ager. He said shipments for the first 
nine months exceeded those of the same 
period a year ago by 50.2 per cent. 
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3 Elected By Gardner 


ST. LOUIS, Oct. 25-——Thomas Rey- 
burn, vice-president of the Liberty Cen- 
tral Trust Co., of St. Louis, was elected 
secretary of the Gardner Motor Co., 
Inc., at a meeting of the directors. 

The board also elected R. E. Lynes, 
advertising manager, assistant secretary 
and Wm. King Gardner, president of 
the St. Louis Coffin Co., a member of 
the board. The Gardner expansion pro- 
gram for 1927, the most extensive ever 
proposed, was approved by the board. 

Marmon Dividend 

INDIANAPOLIS, Oct. 25.—Marmon 
Motor Car Co. declared an initial quar- 
terly dividend of $1.00 on the common, 
payable November 30 to stock of record 
November 10. The company has out- 
standing 200,000 shares of no par value 
common. It reports sales of the new 
series 75 large car well in advance of 
production and unusual dealer and pub- 
lic interest in the new small Marmon 
car to be announced shortly. 














Price Changes and New Models in Moror AGE 
Oct. 28th Issue 

Old New 
Make Mode] Body Style Price Price 
Cadillac 314 Sedan $3350 $3400 
Essex Six Coach 795 695 
Hudson Super Six Coach 1195 1095 
Hudson Super Six Special Coach New Model 1150 
Hudson Super Six Brougham $1495 1395 
Hudson Super Six Sedan 1595 1495 
Lincoln & Sport Roadster 4000 4500 
Lincoln 8 Sport Touring 4000 4500 
Lincoln & Sport Phaeton 4900 4500 
Moon 6-60 Cabriolet Roadster New Model 1195 
Studebaker Standard Six DuRoadster $1125 1160 
Studebaker Standard Six Sport Roadster 1295 1250 
Studebaker Standard Six DuPhaeton 1145 1180 
Studebaker Standard Six Coach 1195 1230 
Studebaker Standard Six Sedan 1295 1330 
Studebaker Special Six Sport Roadster 1595 1630 
Studebaker Special Six DuPhaeton 1445 1480 
Studebaker Special Six Brougham 1795 1830 
Studebaker Special Six Coach 1445 1480 
Studebaker Big Six (120 in.) DuRoadster 1495 1530 
Studebaker Big Six (120 in.) Sport Roadster 1645 1680 
Studebaker Big Six (120 in.) Sport Phaeton 1575 1610 
Studebaker Big Six (120 in.) Club Coupe 1650 1480 
Studebaker Big Six (120 in.) Sedan 1895 1930 
Studebaker Big Six (120 in.) CustomBrougham 1985 1785 
Studebaker Big Six (120 in.) Custom Victoria New Model 1735 
Studebaker Big Six (127 in.) DuPhaeton $1775 1819 
Studebaker Big Six (127 in.) Brougham 2095 2130 
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SHOP EQUIPMENT DISPLAYS 





Studebaker Price Revision 


NEW YORK, Oct. 23.—Price reduc- 
tions of $200 on the Big 6 Custom 
Brougham, $170 on the Big 6 Club 
Coupe and $45 on the Standard 6 Sport 
Roadster, with a general increase of 
$35 in the prices of other models have 
been announced by the Studebaker 
Corp. of America. Following is a list 
of the models affected, with new and 
former prices. 


















































New Old 
Model Price Price 
STANDARD 6 
Duplex Roadster $1160 $1125 
Sport Roadster 1250 1295 
Duplex Phaeton . 1180 1145 
Coach 1230 1195 
Sedan 1330 1295 
SPECIAL 6 
Sport Roadster $1630 $1595 
Duplex Phaeton 1480 1445 
Brougham 1830 1795 
Coach 1400 1445 
BIG 6 120 in. wheelbase 
Duplex Roadster $1530 $1495 
Sport Roadster 1680 1646 
Sport Phaeton 1610 1575 
Club Coupe 1480 1650 
Sedan 1930 1895 
Custom Brogham ............ 1785 1985 
BIG 6 127 in. wheelbase 

Duplex Phaeton $1810 $1776 
Brougham 2130 2095 


Coincident with these price changes, 
a five passenger Custom Victoria has 
been added to the Big “6” 120 in. wheel- 
base chassis listing at $1735. A fold- 
ing seat is provided for the front pas- 
senger and a bucket type seat for the 
driver. This model is finished in area- 
ton green lacquer with ivory belting, 
while upholstery is chase mohair 
broadlace trimmed. Standard equip- 
ment includes front and rear bumpers, 
automatic windshield wiper, rear 
vision mirror, hydraulic gasoline gage, 
engine heat indicator, coincidental lock, 
toggle grips and disk wheels. As on 
other Studebaker Big 6 models, the 
Custom Victoria is equipped with 4 
wheel brakes, an air purifier and an 
oil filter. 


Operations Are Slower 


NEW YORK, Oct. 27.—Motor car 
manufacturing operations are now 
somewhat below the seasonal average. 
Unsatisfactory market conditions in the 
South is one of the principal causes 
of the recession; another is the fact that 
the manufacturers went into high pro- 
duction of new models this year earlier 
than usual and were able more quickly 
to satisfy the demand for the improved 
vehicles. 

The extent to which the factories 
have been out of the steel market for 
some time is an evidence of a wide- 
spread policy of inventory reduction, 
while curtailment of output is relaxing 
pressure on the dealers, most of whom 
are now comfortably stocked with new 
cars. 

Most elements of the industry appear 
to be resigned to the prospect of a 
quieter period after the record-breaking 
first three-quarters of 1926. In former 
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years, when the fall months were par- 
ticularly stimulated by sales of closed 
cars, the situation was different; now 
the all-year-round demand for the 
closed vehicles has reduced the expec- 
tancy of special demand for such cars 
in any season. 
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Ford Color Options 


DETROIT, Oct. 25.—Coincident with 
the adoption of color lacquer finish for 
its entire line of cars, the Ford Motor 
Co. is now providing the option of two 
different colors on its open models 
and three other color options on the 
closed cars. 


In the factory branch adjoining the 
main offices at Highland Park a display 
is being held showing the complete line 
of cars and the various colors in which 
they are available. Shipments of these 
cars are being made to the larger Ford 
distributors while local dealers are ex- 
hibiting the new line on their salesroom 
floors. 

With the discontinuance of the all 
black finish the various colors available 
are as follows: open cars finished in 
either gun metal blue or Phoenix brown 
with the three colors for the closed 
models being Highland green, fawn gray 
or royal blue. No changes in price are 
scheduled with the introduction of these 
colors. 


Add to Capacity for Nash 

KENOSHA, Wis., Oct. 25.—In line 
with the production expansion program 
of the Nash Motors Company, made 
necessary by the greatest demand for 
Nash cars in the history of the eom- 
pany, a large addition to the plant of 
the Seaman Body Corporation of Mil- 
waukee, has just been completed. The 
Seaman business, owned in half by 
Nash Motors, is devoted entirely to the 
building of enclosed bodies for the Nash 
Advanced Six, Special Six, and Light 
Six series. 

The addition to the Seaman plant is 
a five-story building of steel and con- 
crete construction, 173 by 100 ft. In- 
stallation of equipment to be used in 
the various departments of the new 
building is well under way. 

Big increases in Nash export busi- 
ness have made necessary the erection 
of a new building at the Kenosha plant 
which will be devoted exclusively to 
the preparation, boxing and railway 
loading of Nash automobiles for export. 
The new building is to be one story 
in height, 600 ft. long and 100 ft. wide. 


Trim Equipment Prices 

KALAMAZOO, Mich., Oct. 25.—Im- 
portant price reductions on 28 items of 
shop equipment are announced by the 
General Equipment Corporation, effec- 
tive immediately. Increased production 
and coordinated efforts make these re- 
ductions possible, it is stated. The 
reductions average about 20 per cent. 


Two New Pontiac Bodies 

PONTIAC, Mich., Oct. 23.—Two deluxe 
models featured by having the fenders, 
splashes and headlights finished in the 
same shade of duco as employed on the 
body are added to the Pontiac line this 
week by the Oakland Motor Car Co. 

These two models, a deluxe coupe and 
a deluxe landau sedan listing at $895 
and $975, respectively, embody also 
specially appointed interiors. These 
two cars represent an increase of $70 
and $80, respectively, over the corre- 
sponding models of the regular line. 

Special deep cushioned springs with 
mohair covering are used for the up- 
holstery. Additional touches of dis- 
tinction are imparted by walnut fin- 
ished window garnish moldings which 
harmonize with the new 17 in. walnut 
steering wheel. The instrument panel 
is finished in Duco to match the ex- 
terior of the car while the hardware is 
of special period design. Other items 
of equipment are the same as those on 
the regular coupe and landau sedans. 


DB Income Reported 


NEW YORK, Oct. 23.—Dodzge Broth- 
ers, Inc., net income for the first nine 
months of this year totaled $17,979,784, 
after all charges, the corporation re- 
ported in its third quarterly statement. 
Allowing for preferred dividends, this 
is equivalent to $5.58 a share on the 
2,435,024 shares of Class A and B com- 
mon stock. Income was $23,043,445 
after depreciation but before interest 
and federal taxes. 

Third quarter income was $7,242,081 
after depreciation but before interest 
and federal taxes, comparing with an 
income of $8,872,115 for the 1925 third 
quarter. Sales for the first nine months 
of this year were reported as 293,842 
cars, trucks and buses, a gain over the 
same period last year when sales 
totaled 207,601. 

Book Many Orders in Paris 

NEW YORK, Oct. 25.—Orders for 
1100 cars were booked by the Stude- 
baker Corp. at the Paris Salon during 
the first six days of the show, accord- 
ing to Paul Hoffman, vice-president of 
the company, who passed through here 
en route to South Bend, Ind. 

“T left before the close of the Paris 
show,” said Mr. Hoffman, “but at that 
time we expected to book more orders 
than were sold in Europe by the Stude- 
baker Corp. during all of last year. 
These orders were for immediate de-. 
livery. 

“The new Erskine Six which we 
introduced at the Paris automobile 
salon was given an enthusiastic recep- 
tion. This car will be introduced to 
America at the New York automobile 
show in January. 

“The car will sell over here for $975. 
In France, with the duty, taxes, etc., 
the car sells for $2200 or just 77,000 
francs. 
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Unsound Terms a Trade 
Danger Declares Hanch 


Financing and Merchandis- 
ing Hold Center of Stage 
at P.A.A. Convention 


PHILADELPHIA, Oct. 23.—Thoughts 
on retail automobile financing con- 
tended with new merchandising ideas 
for the center of interest at the sixth 
annual convention of the Pennsylvania 
Automotive Association, held at the 
Elks Home here Oct. 18 and 19. About 
250 distributors and dealers were pres- 
ent. The Philadephia Automobile Trade 
Association acted as host. 

C. C. Hanch, general manager, Na- 
tional Association of Finance Compa- 
nies, declared that the dealer could not 
avoid the responsibility of providing 
sound terms in the partial payment 
sales made by his organization. If op- 
erating on the recourse plan he stood 
the risk of having to repossess cars, 
and if on the no-recourse plan he was 
in danger of used car competition from 
cars repossessed by the finance com- 
pany, Mr. Hanch said. 

On the same point Mr. Hanch stressed 
the need for accurate used car valua- 
tions in instalment sales. He deplored 
the practices whereby through fictitious 
valuations the buyer in effect paid little 
or nothing down. The better tendency 
in financing shown of late would con- 
tinue, Mr. Hanch said, if the dealers 
observed sound principles and the man- 
ufacturers did not attempt to regulate 
dealer-financing methods in the inter- 
est of factory competition. 

Emlen 8S. Hare, vice-president, Hare 
& Chase, Inc., urged dealers to tell their 
factories that they should be allowed 
freedom in choosing their financing 
plans. 

Automobile merchants were invited to 
discuss their business problems freely 
with their bankers by Albert N. Hogg, 
vice-president, Corn Exchange National 
Bank. 

Explaining the “quota units” plan of 
checking used car transactions spon- 
sored by the National Automobile Deal- 
ers’ Association, Lynn Shaw, assistant 
general manager of the association, 
said that the policy followed now by 
most large manufacturers of basing 
production on 90-day estimates by the 
dealers of their sales requirements had 
materially bettered the position of the 
retailers and made sound used-car op- 
erations less difficult than ever before. 

A recent survey by the association 
in a particular locality had shown that 
of 25 dealers whose factories did not 
use the 90-day plan, 11 were over- 
loaded with new Cars. 

C. B. Warren, president of the N. A. 
D. A. and of the Warren-Nash Motors 
Corp., told the members what they 
ought to expect from salesmen and 
stressed the point that the men who 
sold the cars were the hardest workers. 
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Supreme Court Declares Chrysler Insurance 


Plan Unconstitutional 


WASHINGTON, Oct. 25.—The Chrysler insurance plan was declared 
unconstitutional today by the Supreme Court, which sustained the claim 
of the Ohio state insurance department that it acted within its constitu- 
tional powers in barring the Palmetto Fire Insurance Co. from doing 
business within the state because it entered into a contract with the 
Chrysler Company to insure automobiles against fire and theft wherever 














“Super-salesmanship” he declared a 
myth. 

Support for national and local ex- 
hibits of shop equipment at automobile 
shows was advocated by R. W. Proctor, 
sales manager, Black & Decker Mfg. 
Co., in an informal talk. 

The merchandising message of the 
Automotive Equipment Association to 
automobile dealers was delivered by 
John J. Hall, merchandising representa- 
tive, and Edward C. Payton and How- 
ard J. Wisehaupt of the N. A. D. A. 
discussed training salesmen and market 
and business analysis. 


Officers elected were: President, 
George S. Bray, Wilkes-Barre; vice- 
presidents, George MHoeveler, Pitts- 


burgh; Jack Lieppert, Johnstown; E. T. 
Satchell, Allentown, and George G. 
McFarland, Harrisburg; secretary- 
treasurer, R. S. Shreiner, Harrisburg. 
H. W. Brearly, of Ardmore, was re- 
tained as attorney and Claude S. Klugh 
was continued in the office of associa- 
tion manager with a vote of confidence 
by the directors. 
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22 U. S. Makes at Paris 


WASHINGTON, Oct. 23.—Twenty-two 
American makes of automobiles, as 
compared with 60 French made cars 
were exhibited at the opening of the 
Twentieth International Automobile 
Salon in Paris, a cable to the Auto- 
motive Division, Department of Com- 
merce, states. 

The proportion of American cars 
shows a strength of American compe- 
tition in Europe never before exhibited, 
the cable states. Public interest in the 
exhibition is keen and the attendance 
large. The principal features of im- 
portance are the general trend of 
six-cylinder engines, four-wheel brakes, 
improved suspension and better body 
finish. 
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Sees Good Signs in West 

PONTIAC, Oct. 25.—C. W. Matheson, 
vice-president and director of sales of 
the Oakland Motor Car Co., just back 
from a seven weeks business trip 
through the west, reports conditions are 
excellent, and. so far as he was able 
to see, observed no clouds on the busi- 
ness horizon which would tend to re- 
duct sales during the coming months. 

“T got this idea not only from dealers 
and executives of our own selling 
organization. but likewise from bankers, 
financing organizations and Boards of 
Commerce in the communities I visited,” 
Mr. Matheson declared. 


U. S. September Output 

WASHINGTON, Oct. 23.—September 
production of motor vehicles in the 
United States, while greater than in 
September, 1925, fell considerably be- 
low the August production figures, 
according to reports compiled by the 
Automotive Division, Department of 
Commerce. 

During September, 1926, there were 
397,123 motor vehicles produced, of 
which 350,811 were passenger cars and 
46,312 were trucks. This compares with | 
a total of 425,626 passenger cars and 
trucks in August, 1926, divided into 
380,258 passenger cars and 45,368 
trucks; and 321,857 passenger cars and 
trucks in September, 1925, divided into 
263,855 passenger cars and _ 58,002 
trucks. 

The total production of passenger 
cars in the United States for the nine 
months ended September 30 was 3,118,- 
461, against 2,695,057 for the same 
period in 1925; and the nine months 
production of trucks this year was 
385,888, against 363,505 last year. Cana- 
dian production figures for September 
are not yet available. 

The September figures are based on 
reports from 172 manufacturers, 65 
making passenger cars and 124 making 
trucks and 17 making both passenger 
cars and trucks. Figures on truck 
production also include fire apparatus, 
street sweepers and buses. 


Dealers Aid Farmers 


SAN ANTONIO, Tex., Oct. 23.—A 
movement started recently in the 
Austin, Texas, territory by Chevrolet 
dealers to aid the cotton farmers is 
expected to spread to all sections of 
Texas, among Chevrolet dealers, ac- 
cording to C. E. O’Mera of Dallas, dis- 
trict sales manager of the Chevrolet 
Motor Company. 

Chevrolet dealers all over the state 
are being urged to buy at least one 
bale of cotton, paying the top price for 
it, and hold the same until the price 
of the staple reaches the amount paid 
for it. 

This matter was discussed at a re- 
gional meeting of Chevrolet dealers, 
held at the Gunter Hotel in San An- 
tonio recently with practically 50 in 
attendance from various sections of the 
San Antonio trade territory. 


Adds Eight Dealers 


DETROIT, Oct. 23.—The John H. 
Thompson Co., Chrysler distributors, 
announce the addition of eight more 
dealers in Greater Detroit. 
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Forty-eight Casings Average Stock of Tire 


Dealers, Survey Indicates 


WASHINGTON, Oct. 23.—The average automobile tire dealer has in stock 
at the present time 48 casings, of which 20.3 are balloon casings, 90.7 inner 
tubes and 21.5 solid and cushion tires, according to a survey of stocks on hand 
just completed by the U. S. Department of Commerce, made as of October 1. 
Comparing the inventory of that date with the same date of 1925 the figures 
show that dealers’ stocks are roughly about 20 per cent less. 

Figures from the survey, shown below, while preliminary and not complete 
for the entire field, are regarded neverthless by the department as being approxi- 
mately accurate, based on former surveys showing that the revised figures 
varied from the preliminary reports by less than one per cent: 


OCTOBER 1, 1926 





Dealers 
report- 
Number ing 
Total casings ........ 1,415,155 29,5038 
(Including balloon) 
Balloon casings.... 372,877 18,393 
(Alone) 
Inner tubes .........-.. 2,640,247 29,117 
Solid and cushion 
tires 34,037 1,584 


OCTOBER 1, 1925 


Average Dealers Average 
per report- per 
dealer Number ing dealer 
48.0 2,000,150 o3d,001 56.6 
20.3 283,552 16,240 17.5 
90.7 3,486,120 33,163 99.1 
21.5 53,060 2,122 25.0 





“X” Elects Patterson 


NEW YORK, Oct. 23.—Announcement 
is made by the “X” Laboratories, 25 
West 45th Street, New York, of the 
election of Howard E. Patterson of 
Chicago as vice-president of that organ- 
ization. For ten years Mr. Patterson 
served as general manager of the 
Warner-Patterson Company which office 
he resigned to accept the “X” Labora- 
tories executiveship. Mr. Patterson has 
been an active figure in the automotive 
equipment field, devoting much time 
to association affairs. He is a member 
of the board of directors and board of 
sovernors of the Automotive Equipment 
Association as well as a past presi- 
dent of the Automotive Manufacturers 
Association. 
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Hartz Has Long Lead 

WASHINGTON, Oct. 23. — Official 
computation of the standings of A. A. A. 
race drivers indicate that Harry Hartz 
has a lead in points over his nearest 
competitors which make him loom most 
formidably as the probable 1926 cham- 
pion. Hartz’s point total now is 2,789 
and should he fail to place in the two 
remaining programs at Charlotte, Nov. 
11, and Los Angeles, Nov. 28, with 
Lockhart winning both events, Hartz 
still will lead Lockhart by 59 points. 

The standing of the leaders at pres- 
ent are: Hartz, 2,789; Lockhart, 1,780; 
De Paolo, 1,475; Hill, 995: Comer, 629: 
Frank Elliott, 629. 








Business Conditions 


Department of Commerce Gives 
View of Current Situation 
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The volume of business through the 
second week of October was still above 
a year ago, as measured by check pay- 
ments, according to the weekly state- 
ment of the Department of Commerce. 
The distribution of goods as seen from 
data On car loadings showed similar 
saims over last year. Building con- 
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tracts awarded were larger than in 
either the previous week or the same 
week of last year. The production of 
coal and coke was larger than in either 
the previous week or the corresponding 
week of 1925. The production of pe- 
troleum was larger than at any time in 
about fifteen months. Lumber produc- 
tion, on the other hand, was smaller 
than during the second week of October, 
1925. 

Receipts of cotton were running con- 
siderably ahead of last year, while 
cattle and hog receipts were lower. 
Wheat receipts also recorded a decline 
from a year ago. Receipts of wool at 
Boston were larger than in either the 
previous week or the same week of 
last year. 


Wholesale prices averaged higher 
than in the previous week but were 
still below a year ago. Loans and dis- 
counts of federal reserve member 
banks, although well above last year, 
showed a decline from the previous 
week. Rates on call money averaged 
higher than in the previous week but 
were the same as a year ago. Time 
money rates increased over both 
periods. Stock prices averaged lower 
than in the preceding week but were 
higher than a year ago. Loans to 
brokers and dealers by federal reserve 
member banks in New York City de- 
clined from the previous week. Busi- 
ness failures were less numerous than 
in the preceding week but larger than 
a year ago. 
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Record Month for Howard 


LOS ANGELES, Oct. 23.—The How- 
ard Automobile Company of Los 
Angeles reports the record month dur- 
ing September of the 21 years of Buick 
distribution. In Los Angeles proper, 
not including Hollywood or any of the 
suburban area within the municipal 
limits, the Howard retail organization 
delivered 440 new Buicks during the 
month. The Southern California terri- 
tory also set a new high mark for 
Buick dealers, placing 1223 in the 
hands of owners in September. Of this 
total, 886 were in Los Angeles County. 


Anderson Is Nominated 


For A.M.A. Presidency 


Gary, Indiana, Manufacturer 
Tops Single Ticket Pro- 
posed by Committee 


CHICAGO, Oct. 23.—The Automotive 
Manufacturers Association at a meeting 
last night received nominations for 
officers and directors who are to serve 
during the year which begins with the 
meeting set for Dec. 3. The nominating 
committee submitted but one name for 
each post to be filled which would 
seem that the committee’s selections are 
substantially equivalent to election. The 
nominations are: 

President, John W. Anderson, Ander- 
son Manufacturing Co., Gary, Ind.; first 
vice-president, John F. Shuford, Wedler- 
Shuford Co., St. Louis; second vice- 
president, C. D. Pettingell, Apco Mfg. 
Co., Providence, R. I. 

Directors: J. A. Anderson, Stone 
Mfg. Co., Chicago; F. S. Armstrong, 
Vesta Battery Corp., Chicago; G. F. 
Disher, Gemco Mfg. Co., Milwaukee; 
B. J. Koral, E. Edelmann Co., Chicago; 
Elmer Rich, Simonize Co., Chicago; 
C. C. Secrist, Victor Mfg. & Gasket Co., 
Chicago; James C. Shaw, Chicago 
Solder Co., Chicago; P. C. Thompson, 
Thompson-Neaylon Co., Chicago. There 
also are six holdover directors. The 
formal election will be held Dec. 3 at 
which time G. F. Disher, now president, 
will turn over the gavel to his suc- 
cessor. 


In reporting on the progress of the 
Automotive Equipment Mart John W. 
Anderson spoke enthusiastically of this 
institution’s outlook. It is expected 
that show season this fall will bring 
many jobber visitors to the mart and 
preparations are being made for their 
convenience and comfort. One feature 
will be a buffet luncheon each day for 
the week of Nov. 8, the time of 
the A. E. A. show. The speaker of 
the evening on yesterday’s program 
was Fred S. Armstrong, who took for his 
topic “The Value of Error.” He offered 
some interesting philosophy on efficiency 
and errors in business. 


_—_—-—_—- 


Correction on Brake Service 
Article 


In the tables of flat rate charges for 
brake service as published on page 18 
of the October 21 issue of Motor AGE 
the headings of the price columns are 
incorrect. 


The left column in each case should 
read Labor and Material for Relining 
Service Brakes instead of merely Labor. 
The right hand column should read 
Labor and Material for Relining Both 
Emergency and Service Brakes, instead 
of just Labor and Material. 
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Citroen Prepares for 


Output of 1000-a-Day 


Four Main Units with Area 
of 135 Acres Comprises 
Big Paris Layout 








PARIS, Oct. 12 (By Mail).—With the 
opening of the Paris automobile show, 
Citroen put into operation his new or 
reorganized factories, which are unique 
not only by their size but by reason 
of the close cooperation between French 
engineers and American production ex- 
perts which has made them possible. 
The Citroen plant has been laid down 
with a view to producing 1000 cars per 
day. As some of the factory units have 
just started operation, present output 
cannot exceed 250 cars per day and 
the factory is unable to meet demand. 
Before the end of the year the fac- 
tories will be producing 500 cars a day, 
of which 40 per cent will be sold in 
Franee and 60 per cent exported. 

Four main units, having a total area 
of 135 acres located within the city 
of Paris or in the immediate neighbor- 
hood, constitutes Citroen’s plant. 

The foundry and forges at St. Ouen, 
with an area of 42 acres, are the new- 
est of the buildings and are not yet 
producing to the required capacity. The 
entire plant has been laid down on the 
basis of 1000 automobile units per day 
of eight hours, this being the biggest 
in Europe. 
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N. A. D. A. Sales Meeting to 
Be Held in 45 Cities 


(Continued from page 13) 


and the N. A. D. A. has found it impos- 
sible to arrange its schedules to con- 
form to the dates of the local meetings. 
* Therefore the N. A. D. A. has suggested 
that the local associations arrange their 
meetings to coincide with the dates set 
by the national body. 

At all of the meetings speakers will 
invite those dealers attending who are 
not members of the N. A. D. A. to join 
the association. 


The schedule of 
speakers, follows: 
Akron, O., Nov. 3, J. Kellerman. 
Akron, O., Dec. 1, H. M. Fancher. 
Altoona, Pa., Nov. 19, Gaylord Ford. 
Baltimore, Md., Nov. 12, Gaylord Ford. 
Baltimore, Md., Dec. 13, H. D. Bullock. 
Bridgeport, Conn., Oct. 29, Gaylord 
Ford. 
Bridgeport, Conn., Nov. 29, H. D. Bul- 
lock. 
Brooklyn, N. Y., Nov. 12, John Lowell. 
Brooklyn, N. Y., Dec 17, H. M. 
Fancher. 
Buffalo, N. Y., Dec. 8, Ed Payton. 
Chicago, Ill., Nov. 19, Ed Payton. 
Chicago, Ill., Dec. 13, J. Kellerman. 
Cleveland, O., Nov. 4, H. D. Bullock. 
Cleveland, O., Dec. 21, J. Kellerman. 
Columbus, O., Oct. 25, L. M. Shaw. 
Columbus, O., Nov. 22, Gaylord Ford. 
Columbus, O., Dec. 15, R. E. Lee. 
Detroit, Mich., Oct. 25, H. D. Bullock. 
Detroit, Mich., Nov. 15, Edward Payton. 
Detroit, Mich., Dec. 17, Joe Kellerman. 
Elizabeth, N. J., Nov. 19, John Lowell. 
Elizabeth, N. J., Dec. 7, H. D. Bullock. 
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cities, dates and 


Erie, Pa., Nov. 1, John Lowell. 
Erie, Pa., Dec. 1, Edward Payton. 


Harrisburg, Pa., Nov. 15, (to be 
selected). 

Harrisburg, Pa., Dec. 17, H. D. Bullock. 

Indianapolis, Ind., Oct. 28, Lynn M. 
Shaw. 

Indianapolis, Ind., Nov. 13, Gaylord 
Ford. 

Indianapolis, Ind., Dec. 17, R. E. Lee. 

Jersey City, N. J., Nov. 3, Gaylord 
Ford. 


Kansas City, Mo., Nov. 1, L. M. Shaw. 

Kansas City, Mo., Nov. 29, Joe Keller- 
man. 

Lincoln, Nebr., Nov. 3, L. M. Shaw. 

Lincoln, Nebr., Dec. 1, Joe Kellerman. 

Lowell, Mass., Nov. 17, J. Kellerman. 

Milwaukee, Wis., Nov. 17, Lynn M. 
Shaw. 

Milwaukee, Wis., Dec. 10, J. Kellerman. 

Minneapolis, Minn., Nov. 8, Lynn M. 
Shaw. 

Minneapolis, Minn., Dec. 6, J. Keller- 
man. 

Newark, N. J., Nov. 17, Gaylord Ford. 

Newark, N. J., Dec. 1, H. D. Bullock. 

New Haven Conn., Nov. 24, J. Keller- 
man. 

New Haven, 
Warren. 

New York, N. Y., Nov. 15, John Lowell. 

New York, N. Y., Dec 15, H. M. 
Fancher. 

Omaha, Neb., Nov. 5, R. E. Lee. 

Omaha, Neb., Dec. 2, J. Kellerman. 

Paterson, N. J., Nov. 17, John Lowell. 

Paterson, N. J., Dec. 3, H. D. Bullock. 

Providence, R. I., Nov. 19, J. Keller- 
man. - 

Providence, R. I., Dec. 17, C. B. Warren. 

Philadelphia, Pa., Nov. 8, Gaylord Ford. 

Philadelphia, Pa., Dec. 8, H. D. Bullock. 

Pittsburgh, Pa., Nov. 17, C. B. Warren. 

Pittsburgh, Pa., Dec. 17 (to be se- 
lected). 

Rochester, N. Y., Nov. 6, John Lowell. 

Rochester, N. Y., Dec. 6, Edward 
Payton. 

Scranton, Pa., Nov. 18, Gaylord Ford. 

Springfield, Mass., Nov. 10, J. Keller- 
man. 

Springfield, Mass., 
Payton. 

St. Louis, Mo., Oct. 29, Lynn M. Shaw. 

St. Louis, Mo., Dec. 3, Gaylord Ford. 

St. Paul, Minn., Nov. 11, Lynn M. 
Shaw. 

St. Paul, Minn., Dec. 8, Joe Kellerman. 

Syracuse, N. Y., Nov. 3, John Lowell. 

Syracuse, N. Y., Dee. 3, Edward 
Payton. 

Toledo, O., Oct. 29, H. D. Bullock. 

Toledo, O., Nov. 17, Edward Payton. 

Toledo, O., Dec. 15, Joe Kellerman. 

Utica, N. Y., Nov. 9, John Lowell. 

Utica, N. Y., Dec. 10, Edward Payton. 


Conn., Dec. 15, C. B. 


Dec. 165, Edward 


Washington, D. C., Nov. 1, Gaylord 
Ford. 

Washington, D. C., Dec. 6, H. D. 
Bullock. 

Worcester, Mass., Nov. 12, J. N. 
Kellerman. 

Worcester, Mass., Dec. 16, Edward 
Payton. 


Youngstown, O., Nov. 5, J. N. Keller- 
man. 
Youngstown, O., Dec. 3, H. M. Fancher. 


Subjects to be 
speakers follow: 


discussed by the 


Cc. B. Warren, “Distributor Aids to 
Dealer Profit.” 

Robert E. Lee, “The Show and the 
Profit.” 

H. M. Fancher, “Larger Profits 


Through Controlled Expense.” 

Lynn M. Shaw, “Management’s Guide 
to Profit.” 

John O. Lowell, 
Sharp Profits.” 

J. N. Kellerman, “The Sales Manager: 
Profit or Loss?” 

Gaylord Ford, “The Down Payment Is 
the Profit.” 

Edward Payton, “Profit Is Where You 
Find It.” 

H. D. Bullock, 
Profit.” 

Ww. B. =Burruss, 
Salesman.” 


“Plat Rates and 


“Salesmen Make the 


“Shakespeare—The 


Traffic Death Toll Is 


Increasing, Says Hoover 





Secretary Stresses Need of 
Continued Effort to 
Curb Fatalities 





WASHINGTON, Oct. 23.—Despite the 
work that has already been done by 
the National Conference on Street and 
Highway Safety with other agencies and 
associations, there has been no decline 
from the number of accidents and 
deaths due to automobiles during the 
past year, but on the contrary there 
has been a steady increase. 


Such is the picture Secretary Hoover 
laid before the Street and Highway 
Safety Conference, which held a joint 
meeting here to devise further ways 
and means of diminishing the automo- 
bile death toll of the country and sur- 
vey the activities organized in the vari- 
ous states to promote and adopt the 
conclusions and recommendations of the 
second conference. 


Secretary Hoover, in opening the 
meeting, stressed the need for continued 
efforts and activities of the conference 
members and announced that the first 
step of activities, which was one of 
education, should be followed by state 
legislation to bring about uniform adop- 
tion and execution of the safety proj- 
ects sponsored by the conference. 

Statistics presented to the conferees 
by William H. Steuart, Director of the 
Census Bureau, showed that in 1906, 
the first year for which figures were 
compiled, there were 304 deaths re- 
sulting from automobile accidents 
throughout the country, while in 1925 
there were more than 20,000 and that 
for the year of 1926 this figure would 
be materially increased. 


16 Fatalities Daily 

WASHINGTON, Oct. 23.—In 78 prin- 
cipal cities of the United States, repre- 
senting a total population of 31,878,016, 
there were 4,162 persons killed in auto- 
mobile accidents during the period from 
January 1 to September 11, or an 
average of 16 fatalities each day, the 
Bureau of Census, Department of Com- 
merce, has found from a compilation of 
accident reports. 

New York led with 663 deaths; Chi- 
cago was second, with 435 and Detroit 
third, with 203. The death rate from 
automobile accidents, however, was 
largest in Indianapolis, where it 
reached 23.3 per 100,000 of population. 
Kansas City, Kansas, made the best 
record, with a rate of only 1.2 per 
100,000 of population. The fatality rate 
in New York was 16.2 per 100,000 popu- 
lation. 

The total figure is equivalent to an 
average of 18.9 per 100,000 population 
for the cities from which the statistics 
were gathered. 
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Show at Dallas, Texas, 
Seen by 700,000 Persons 


Exhibit Held During Fair 
Attracts Great Throngs 
from Southwest 








DALLAS, Texas, Oct. 23.—The annual 
automobile show of the Dallas Automo- 
tive Trades Association, held during the 
State Fair of Texas, offered the largest 
and most complete line of automobiles, 
buses, trucks and automotive goods 
ever seen in this section of the country. 

Thirty-seven dealers, a score of dis- 
tributors and a dozen automotive job- 
bers, along with several truck and tire 
men, showed their wares at the exhi- 
bition. There were more than 150 au- 
tomobiles on the floor of the building 
and they represented practically all de- 
signs in the standard makes of cars. 


The show was held in the automotive 
building within the fair grounds and 
it is estimated 700,000 persons attended 
during the two weeks. They came from 
Texas, Oklahoma, Louisiana, Arkansas, 
New Mexico, Arizona and the Repub- 
lic of Mexico. Dealers say they took 
orders for many cars for immediate de- 
livery and that the interest stimulated 
would result in better business for the 
rest of the year. The dealers mixed 
some social events with the show and 
thus held the interest of the women. 
There were parades and balls, queens 
and princesses and an endless number 
of minor events. 

The automotive jobbers had larger 
displays and more of them this year 
than ever before. A dozen jobbers were 
represented at the show. 

Auburn Dealers Meet 

PHILADELPHIA, Oct. 23.—The first 
gathering of Auburn retailers in the 
eastern Pennsylvania territory was held 
here when about 45 Auburn dealers 
were dinner guests of Teefy-Seltz Motor 
Co., Auburn distributers in Philadel- 
phia. Roy H. Faulkner, vice-president 
in charge of sales of the Auburn Auto- 
mobile Co., told the dealers of recent 
progress made by the factory organiza- 
tion, outlined to them sales and adver- 
tising plans for the coming year and 
urged particularly that they handle 
used car trades on a sound, money- 
making basis. William D. Teefy, pre- 
Sided as toastmaster. 

Bryant Lectures at Fair 

SPOKANE, Wash., Oct. 23.—One of 
the big attractions at the automobile 
exhibit at the annual Interstate Fair 
here were lectures by Lee R. Bryant, 
engineer of the Overland organization, 
who was also a guest of August John- 
son, president of Transport Motors Co., 
Inland Empire distributors for Overland 
and Willys-Knight. 

His illuminated and illustrated lec- 
ture was given before a record crowd 
and was well received. 
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Dodge Brothers Fill 
Two Vacancies 





Below— 


Above—D. T. Stanton. 
J. W. Hutchins 
Appointment of D. T. Stanton 
as director of export sales of 
Dodge Brothers, Inc., has been an- 
nounced by John R. Lee, general 


sales manager. Mr. Stanton suc- 
ceeds Percy Owen, who resigned 
several weeks ago. 

Previous to the appointment, 





Mr. Stanton was Dodge Brothers 
district representative at Colum- 
ibus, O., and earlier served in the 
same capacity at Greensboro, 
N. C. 

It was also made known that 
J. W. Hutchins has been appointed 
director of used car sales, suc- 
ceeding the late A. H. Schiapa- 
casse, who died some weeks ago. 
Previous to coming to the home 
office of Dodge Brothers as assist- 
ant director of used car sales, he 
was used car manager for the cen- 
tral division, with headquarters in 
Chicago. 




















Divide Cadillac Territory 

SEATTLE, Oct., 23.—C. C. Clark, who 
has been district manager of the 
Cadillac Motor Car Company on the 
Pacific Coast, is being succeeded in 
the Pacific Northwest district by J. G. 
Keefe. The Pacific Coast territory has 
been divided and Mr. Clark will have 
California and Nevada as his territory. 
Mr. Keefe will make Seattle his head- 
quarters and will have Washington, 
Oregon and Montana. He has been 
technical representative of the Cadillac 
factory on the Coast for some months. 


Cleveland Data Shows 
Better Used Car Status 


Percentage Resale Increase 
Considerably Greater Than 
That of New Stock 





CLEVELAND, Oct. 23—That the 
Cleveland automobile dealer is solving 
the used car problem and keeping used 
cars moving is indicated by figures of 
the Cleveland Automobile Manufactur- 
ers and Dealers Association, which show 
that for the first nine months of this 
year there were 104,310 used cars sold 
in Cuyahoga county as against 70,989 
for the same period last year. This is 
an increase of 46 per cent. 

During the same period there were 
32,248 new cars sold as against 28,846 
for the same period in 1925, this being 
an increase of 12 per cent. 

Used car sales increased every month 
during 1926 except during September. 

New car sales increased every month 
during 1926 except during the slump of 
July and August. 

The following table shows both new 
and used car sales for the first three- 
quarters of 1925 and 1926: 


























1925 1926 

New Used New Used 

Cars Cars Cars Cars 
Jan. 1,058 5,068 1,727 16,420 
Feb. 1,295 4,962 2,164 8,021 
ND sxcsnitnimstianin 2,564 6,169 3,565 18,399 
April 4,203 7,678 5,527 12,865 
May 4,135 8,102 5,338 13,850 
June 4,297 8,590 4,370 12,205 
July 4,383 9,914 3,469 11,447 
Aug. 3,993 10,553 3,441 10,481 
Sept. 2,918 9,653 2,647 8,622 
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Stage “Style” Show 

ROCHESTER, N. Y., Oct. 23.—Alli- 
ance Motor Corporation, Chrysler dis- 
tributors, are displaying the latest 
Chrysler models in their East Avenue 
showroom in an attractive fall setting. 
A special automobile style show was 
held and an orchestra engaged to play 
afternoons and evenings for an entire 
week. 

Changes at Capital 

WASHINGTON, Oct. 23.—The Irvin T. 
Donohoe Motor Co. has been appointed 
Washington distributor for Gardner 
cars. Gardner has not been represented 
in Washington for more than a year. 

Robert E. Greer, Robert U. Geib and 
Jules E. Henderson have formed the 
District Peerless Motor Co. as a retail 
distributor for the Peerless Washington 
branch. 

The Luttrell Co., Oakland and Pontiac 
distributors, have announced the follow- 
ing dealer appointments: Adams Motor 
Co., Washington; Temple Motor Co., 
Alexandria, Va., Garratt & Dillard, Cul- 
pepper, Va.; Penn Motor Co., Clarendon, 
Va.;: W. D. Woodfield, Gaithersburg, 
Md.; Maryland Garage, Silver Spring, 
Md.; Steiner’s Garage, Annapolis, Md., 
and W. C. Johnson & Son Motor Co., 
Cottage City, Md. 
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Nearly Ready to Begin 
“Little Marmon” Output 


Five Standard Body Types 
of New Line to Be Seen 
at New York Show 


INDIANAPOLIS, Oct. 25.—The Mar- 
mon Motor Car Company is putting 
finishing touches on plans for the 
“Little Marmon” which will be in pro- 
duction by early winter. The company 
is not prepared as yet to give out in- 
formation concerning specifications for 
the new job but it is known that the 
program contemplates five standard 
body models on the “Little Marmon” 
chassis which it is intended to display 
at the New York and Chicago shows. 

It also is understood that there will 
be in addition to the standard line of 
bodies a line of custom bodies, produc- 
tion of which necessarily will follow 
introduction of the standard line. 
Prices on the standard line, according 
to report, will be under $2,000. These 
models are expected to be in full swing 
of production by the middle of the 
winter, the schedule for the first year 
calling for an output of about 24,000 
cars which in view of factory capacity 
will be holding the production within 
comfortable limits. 


No New Factory Needed 

Production of the “big” Marmon will 
follow its usual rate. The company will 
not find it necessary to erect a new 
building for manufacture of its new 
line, a unit known as Plant 3 being 
already available. This is a modern 
five-story factory which required only 
some remodeling and the placing of 
new machinery. In Plant 3 one room 
on one level contains 146,500 square feet 
of space, which gives some idea of its 
-accommodations. The entire car, 
including bodies, will be built in this 
structure as a result of the presence 
there also of the Murray Body Cor- 
poration’s Indianapolis plant. 

In addition to contributions of asso- 
ciate engineers and technical experts 
the new car will embody the conclu- 
sions reached by G. M. Williams, 
president of the Marmon Motor Com- 
pany, who has made three trips to 
Europe for the specific purpose of 
Studying light car designs. The first 
such trip was made in 1919. The “Little 
Marmon,” it is said, has been subjected 
to extensive tests, road and otherwise, 
in various parts of the country. 

Individual showings of the “Little 
Marmon” will be held by Marmon dis- 
tributors during the national show 
season. 


Thousands at Opening 


SAN ANTONIO, Tex., Oct. 23.—Sev- 
eral thousand San Antonians and resi- 
dents of nearby cities and towns at- 
tended the recent formal opening of 
the new home of the Knight-Overland 
Company, at its new building here. 

The meeting ended with a big dealer 


40) 


Variety Is the Spice of Life and Profits at the 
Motor Aid Service Station 
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Interesting service plant operated by Thomas B. Winward, Oakland, Cal., where 
each of several departments is an independent unit 


OAKLAND, Cal., Oct. 23.—The old 
adage that “the jack of all trades is 
the master of none,” gets a hard jolt 
from Thomas B. Winward, who for five 
years has been operating successfully 
a service station at San Pablo avenue 
and Chestnut street, Oakland. There 
he sells accessories, gasoline, oil and 
tires and tubes; gives away air and 
water, and provides greasing, steam 
chassis-cleaning, washing and polish- 
ing, vulcanizing and minor repairs. 

Each of these operations is per- 
formed in a different structure, all the 
buildings being constructed on the 
same plan, of buff-colored brick. His 
plant covers more than an acre, and he 


is expanding his repair department. 
Each section is run independent of the 
others, but all are owned, and managed 
by Mr. Winward himself. 

Thirty-five years ago Mr. Winward 
was the lightweight boxing champion 
of New Jersey. He retired undefeated, 
and went into bicycle racing, from 
which he became a driver of harness 
race-horses, thence graduating as an 
automobile mechanic. He came to the 
coast and has made a success of the 
most varied service station from the 
Canadian line to the Mexican border. 
He calis his plant the “Motors Aid 
Service Station,” and he keeps it 
cleaner than a lot of restaurants. 





gathering, about 50 dealers attending, 
with I. D. McKee, manager of Knight- 
Overland, presiding. J. Roy Murray, 
Willys-Overland field supervisor, spoke 
on problems connected with the in- 
dustry. S. D. Denny, representing Com- 
mercial Investment Trust, spoke on 
retail financing. A short talk was made 
by Frank A. Winerich, president of 
Knight-Overland. 

Following the lunch Messrs. McKee, 
Murray and Denny departed for 
Brownsville, where they took part in 
a parade of Willys-Knight and Over- 
land cars, held under the auspices of 
the Valley Knight-Overland Club. 
Nearly 40 cars were in line. The pur- 
pose of the parade was to more 
thoroughly acquaint residents of the 
Lower Rio Grande Valley with Willys- 
Overland products. 


G. M. Opens Paris Showroom 


PARIS, Oct. 12.—(By Mail)—General 
Motors has opened its new showrooms 
in the Arcade des Champs-Elysees, 
Paris. The location, in the Avenue des 
Champs-Elysees, by the side of the 
Claridge Hotel, is considered to be the 
best, and is probably the most ex- 
pensive, in the city. 

Of the two showrooms on _ the 
Champs-Elysees, one has been secured 
by General Motors and the other is 
being rented by Citroen. During the 
last six years the Avenue des Champs- 
Elysees has developed into the auto- 
mobile row of Paris and more and more 
private dwellings are being  trans- 
formed into stores. 


Award Building Contract 

CLEVELAND, Oct., 23.—The Fisher- 
Ohio Body Co. has awarded to the 
Hunkin-Conkey Construction Co., of 
this city, the contract to erect four ad- 
ditional factory units at a cost of $300,- 
000. The work must be completed by 
Jan. 1. 

The four units consist of one build- 
ing, 60 feet by 450 feet, one story high; 
one building 50 by 160 feet, one story; 
one building 48 by 72 feet, six stories, 
and a unit for additional offices, 48 by 
72 feet and two stories. 


Open Oakland Branch 


OAKLAND, Cal., Oct. 23.—The How- 
ard Automobile Company, Buick distrib- 
utors for California, has opened its new 
Oakland branch at East Fourteenth 
street and Forty-first avenue. The 
branch represents an investment of 
$100,000 and, in addition to large show 
and sales-rooms, has an exceptionally 
well equipped service department. W. D. 
Wood is in charge of the new branch. 





Makers Change Name 


EASTON, Pa. Oct. 23.—Doyle-Da 
Costa Mfg. Co., makers of electrical 
coil windings here, has changed its 
name as of Oct. 15 to Coilton Electric 
Mfg. Co. W. L. Doyle, president ‘or 
the past ten years, has resigned and as 
been succeeded by G. B. Sherry. 0 
important expansion program has Peen 
instituted. 
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Dallas Is Mecca for 
Jobbers of Southwest 





Tradesmen from Four States 
Attend Booster Banquet 
and Meeting 





DALLAS, Texas, Oct. 23.—Dallas was 
the automotive capital of the South- 
west when leading equipment and ac- 
cessory jobbers of four states met here 
to discuss problems which confront the 
trade and be entertained by the Auto- 
motive Boosters Club No. 4 at a rous- 
ing banquet. Some 200 jobbers were 
here for the occasion. In addition to 
the jobbers of the southwest being here 
for the annual frolic of the Boosters 
Club the Texas Automotive Jobbers As- 
sociation were here for a quarterly 
meeting. 


Frank W. Lynn, president of the 
Southwest Boosters, presided at the big 
banquet. The Boosters laid out the pro- 
gram to show the automotive men the 
highest ethics of the game is “boost- 
ing the other fellow’s business as well 
as your own and toting fair with every 
human.” 

N. F. Ozburn of Memphis, president 
of the Automotive Equipment Associa- 
tion, was the principal speaker. Ellis 
Chaney of San Antonio, president of 
the Texas association, was another 
speaker at the banquet. Both discussed 
the automotive jobber’s problems and 
the cooperation the manufacturing 
agents are giving the trade. Hap Mar- 
tin and L. E. Berry, Frank Lynn and 
others made brief addresses. 


~— on 


Brashear Joins Tilton 


ST. LOUIS, Oct. 23.—Webster Tilton, 
president of the Tilton-Gardner Motor 
Company, distributors of Gardner cars 
in St. Louis and adjacent territory, 
announces the appointment of W. R. 
(Rex) Brashear as general sales man- 
ager (both wholesale and retail) for his 
company. Mr. Brashear has long been 
identified with the motor car industry 
of St. Louis, having been assistant sales 
manager of the Gardner Motor Car Co. 
and an official of another St. Louis 
manufacturing concern. He also has 
had much experience with both whole- 
sale and retail sales and servicing. 





Discuss Freight Problems 


DETROIT, Oct. 23.—Freight car re- 
quirements of the automotive industry 
lor the last three months of 1926 will 
be greater than for the last quarter of 
1925, reports submitted at a meeting 
of traffic managers of the National 
Automobile Chamber of Commerce, held 
in Detroit indicate. 

Reports on freight classification and 
other important topics were taken up 
at the session, and the progress that 
has been made by the Interstate Com- 
merece Commission in investigating 
motor truck and bus operation was also 
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outlined. J. S. Marvin, assistant gen- 
eral manager of the N. A. C. C. pre- 
sided. 


A committee to represent the N. A. 
C. C. in the matter of studying freight 
rates with a view to possible adjust- 
ments, was appointed. It is composed 
as follows: E. N. Hoges, Hupp Motor 
Car Co., chairman; P. G. Finley, Dodge 
Brothers, Inc.; George C. Conn, Buick 
Motor Co.; C. R. Scharff, Chevrolet 
Motor Co., and W. J. Bailey, Durant 
Motors Corp. 


Automobile manufacturers who were 
represented at the session were: Hup- 
mobile, Lincoln, International Motor, 
Paige-Detroit, Reo, Studebaker, White, 
Auburn, Chevrolet, Buick, Chrysler, 
Dodge Brothers, Durant, General Mo- 
tors Corp., General Motors’ Traffic 
Association, General Motors of Canada, 
Ltd., and Hudson. 


Expand Sales Force 


DETROIT, Oct. 23.—Expansion of its 
sales organization to care for the grow- 
ing distribution of the new product 
known as “Hexdees” has been an- 
nounced by the Detroit Steel Products 
Co. 


Among the recent additions to the 
field organization are Carl Stanley, op- 
erating in the Pacific northwest; L. G. 
Akers, in the bay cities of California; 
H. B. Hammerel, in the east; H. B. 
Mummert, with headquarters in St. 
Louis; R. L. Collins, with Chicago head- 
quarters; F. M. Kenney, Jr., in metro- 
politan Detroit. 


Stresses Cost of Time 
In a Salesman’s Effort 





Speaker Declares Too Many 
Calls Are Often Made 
on Same Prospect 





ST. LOUIS, Mo., Oct. 23.—Most auto- 
mobile salesmen make too many calls 
on the same customers, in the opinion 
of L. A. Hawkins, western representa- 
tive of the A. W. Shaw Publishing Co., 
publisher of “System.” Mr. Hawkins 
was the speaker at a sales meeting of 
the St. Louis Metropolitan Nash deal- 
ers held in the sales auditorium of the 
Southwest Nash Co., 3029 Locust street, 
at which O. C. Hazelrigg, salesmanager, 
presided. 

“The most valuable asset a salesman 
has is time,’ Mr. Hawkins said. “For 
each call an automobile salesman makes 
before he closes a sale he must charge 
against the sale -a_ pre-determined 
amount, in figuring his net return from 
the sale.” 

Mr. Hawkins pointed out six incent- 
ives that actuated and entered into 
every automobile purchase, these being 
profit, utility, curiosity, caution, pride 
and pleasure. He discussed these items 
in detail and declared that the work of 
the salesman is to determine which in- 
centive or combination of incentives is 
dominant in the customer with whom 
he is dealing, and to arrange his work 
accordingly. 








Run Off with Highest Honors in Chrysler 
Distributor’s Sales Contest 





ns 
Bie er < 


Left to right—Charles Cartella, Jack Klein and George Converse, who earned 
Chrysler factory trip 


As a reward for winning a sales contest held by the R. P. Rice Motor Co., 
of Kansas City, Chrysler distributor, three salesmen were given trips to the 


Chrysler factory in Detroit recently. 


The salesmen are Charles Cartella, Jack Klein and George Converse. Mr. 
Converse was fifth among the entrants at 10:30 p. m. on the last day of the 
contest. With prizes awarded on basis of deliveries only, he left the salesroom, 
and at five minutes before midnight, appeared with his final delivery slip, plac- 


ing him in the winning group. 


The company is conducting another sales contest to determine which of the 
three is star salesman of the organization and offering consolation for the next 


three highest contestants. 
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TRADE ASSOCIATION 


NEW N. A. D. A. SERVICE 





Monthly Bulletin Will Deal With Mainte- 
ance and Parts Management 


ST. LOUIS, Mo., Oct. 25.—As a part 
of its news service to members, N. A. 
D. A. will institute a monthly bulletin 
dealing with the proper installation and 
operation of a maintenance depart- 
ment, and its twin brother, the parts 
department, in various size automobile 
dealer establishments. The first bulle- 
tin will be sent out late in October and 
will be followed by others each month 
thereafter. These bulletins will be pre- 
pared by John O. Lowell, director of 
service for the Vesper-Buick Automo- 
bile Co., St. Louis, Mo. 

Mr. Lowell will take up the funda- 
mental principles of the maintenance 
department. He will outline the proper 
way to lay out the department in a 
small establishment and in a larger 
place of business, he will tell how much 
space it should occupy, what the floor 
plan should be, what equipment should 
be on hand, what tools are necessary 
for the successful operation of a main- 
tenance department, and how it should 
be kept clean and attractive looking, 
etc. 

There will be plans for model parts 
departments of automobile dealerships, 
also. 

Lowell installed and has continuously 
operated the flat rate service of the 
Vesper-Buick Co., and he can see no 
other way by which to operate a service 
station at a profit. 


May Reeognize A. A. A. 


PARIS, Oct. 15.—(By Mail)—At the 
annual meeting of the International 
Association of Recognized Automobile 
Clubs and of the International Racing 
Board, to be held here Oct. 25, it is 
‘understood the American Automobile 
Association will be officially recognized 
as the body controlling racing in the 
United States. 

Since this international association 
was instituted, the Automobile Club of 
America has been the only body having 
international standing in Europe. An 
agreement has been reached between 
the A. C. A. and the A. A. A., whereby 
the latter will be admitted into the 
international body, and it is expected 
that this agreement will be ratified at 
the annual meeting. Under this ar- 
rangement American speed _ records 
approved by the A. A. A. will be given 
international standing and European 
records will be accepted in America. 


Roepell Named President 


SPRINGFIELD, Mass., Oct. 23.—The 
Springfield Automotive Dealers’ Asso- 
ciation has elected officers as follows: 
President, A. V. Reopell, Chevrolet; 
vice-president, M. J. Duryea, Cadillac; 
treasurer, George E. Adams, Ford and 
Lincoln; secretary, Harry W. Stacy. 
The board of governors comprises, in 
addition to Messrs. Reopell, Duryea and 
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Represents A. E. A. in 
Merchandising Work 





Elmer W. Brown 


CHICAGO, Oct. 23.—Elmer W. 
Brown has been appointed spe- 
cial merchandising representative 
of the Automotive Equipment As- 
sociation in charge of Zone 3 
which includes Ohio, West Vir- 
ginia, the northern part of Penn- 
sylvania and the provinces of 
Ontario and Quebec. 

Mr. Brown joins the A. E. A. 
with a broad background of mer- 
chandising experience. After 
leaving the University of Michi- 
gan he spent 10 years in the 
structural engineering field, then 
Owning and operating a retail and 
later a wholesale automotive 
equipment business in Detroit. 

For the past four years he has 
handled sales in the Mid-West for 
the McCord Radiator & Mfg. Co. 
In addition to Mr. Brown’s wide 
merchandising schooling for A. E. 
A. campaign work he possesses 
the ability of making an effective 
talk in public. He will be the 
principal speaker at A. E. A. 
meetings to be held in Toronto 
Oct. 25, Montreal Oct. 26 and 
Ottawa Oct. 27. 











Adams, the following: R. M. Sauers, 
Marmon and Hupmobile; Arthur E. 
Center, Jordan; H. E. Hedges, Reo; 
S. A. Orr, Nash; George E. Graham, 
Buick. The show committee consists of 
Messrs. Reopell, Adams, Duryea, Gra- 
ham and A. G. Medlicott, Packard. 
To Hold Banquet 

BOSTON, Oct, 23.—The Boston Tire 
Dealers Association has approved plans 
for the annual meeting and banquet 
on Thursday evening, October 28, at 
the Boston Chamber of Commerce. 


ACTIVITIES 


NEED MORE GO-GETTERS 





Automotive Field Needs Real Merchants, 
Graham Tells Tradesmen 


LOS ANGELES, Oct. 23.—The largest 
attended and most successful series of 
automotive gatherings ever held in 
Southern California came to a close in 
Los Angeles at the Ambassador Hotel 
with a meeting of 1,000 operators and 
employes of automotive establishments 
of all kinds. The meetings, held under 
auspices of the local jobber members 
of the Automotive Equipment Associa- 
tion, cooperating with the Southern 
California Automotive Dealers Associa- 
tion, with M. D. Graham, special mer- 
chandising representative of the A. EB. A. 
as the principal speaker, were con- 
ducted in Santa Ana, Riverside, Santa 
Barbara and Long Beach in addition to 
Los Angeles. 

“The great need of the day in the 
automotive business,’ Mr. Graham told 
the big Los Angeles meeting, “is for 
merchandising oarsmen. “Time was 
when you could sit in your boat, leave 
your oars idle, and let the current 
carry you along. But these days have 
past. Today you must be merchants. 
You must recognize the tremendous 
opportunities for profits that are open 
to you, and go out after the business. 
There is no lack of business, but there 
is a decided lack of business g0- 
getters.” 

E. A. Featherstone, Inc., president of 
the Los Angeles jobbing house bearing 
his name, was chairman of the Los 
Angeles meeting. Others who were 
active in arranging the Southern Cali- 
fornia meetings were H. J. Banta, presi- 
dent of The Banta Company, H. W. 
Whippe, manager of the Kay Motor 
Supply Company, and Tom O. Duggan, 
sales manager of Chanslor & Lyon. 


—— et 


Charter Special Car 


NEW YORK, Oct. 23.—Members of 
the Greater New York Tire Dealers 
Association have chartered a_ special 
car on the Memphis Special, crack 
train on the Southern Railroad, leaving 
New York November 13 and arriving 
in Memphis November 15, to attend the 
National Tire Dealers’ Convention. The 
delegates include George J. Burger, 
president of the association, B. Bergen, 
J. Libien, J. Groth, W. Jude, L. Brown, 
G. Erlinger, A. C. Schwarz, L. Beller 
and H. Cogart. 


Tradesmen Play Golf 


PEORTA, IIll., Oct. 23.—More than a 
score of members of the Peoria Auto- 
motive Association participated in the 
annual golf tournament at the Mt. 
Hawley Country Club. Chief honors of 
the event were swooped up by M. ™. 
Hill. Clayton Roadstrum won the driv- 
ing contest and had the lowest gross; 
Don Smith won the approaching event; 
Fred Maple was first in the putting con- 
test and Henry Egolf won the high 
gross and birdie prize. 


Motor Age 
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Coming Motor Events 





Automobile Shows 





1927 NATIONAL SHOWS 
New York Jan. 8-15 
Chicago Jan. 29-Feb. 5 














Akron, O Feb. 5-12 





Goodrich Bldg. 


Albany, N. Y Feb. 26-March 5 
State Armory 


Baltimore, Md Jan. 22-29 
5th Regiment Armory 


March 5-12 








Boston, Mass 
Mechanics Bldg. 





Brooklyn Jan. 22-29 
Twenty-third Regiment Armory 


Buffalo Jan. 15-22 
174th Regiment Armory 
Camden, N. J. Feb. 7-12 
Convention Hall 


Chicago Jan. 29-Feb. 5 
Annual Salon, Hotel Drake. 


Chicago Nov. 8-13 
Show and Convention of Auto- 
motive Accessories Association, 
Armory. 

















Chicago Nov. 8-13 
Show and convention, Automo- 
motive Equipment Ass’n, Coli- 
seum, 


Chicago Nov. 15-19 
Show and convention of the Na- 
tional Standard Parts’. Ass’n, 
Hotel Serman. 























Charlotte, N. C Oct. 25-30 
Closed Car Display Week 
Cincinnati Jan. 15-22 
Cleveland Jan. 22-29 
Public Auditorium 
Cumberland, Md Jan. 31-Feb. 5 
Armory 
Deadwood, S. D. Feb. 21-26 
Auditorium 
Detroit Jan. 22-29 





Convention Hall 























Des Moines Feb. 14-19 
Coliseum 
Elizabeth, N. J Oct. 22-30 
Second Regiment Armory 
Grand Rapids, Mich Jan. 17-22 
Armory 
Hartford, Conn Feb. 19-26 
State Armory 
Huntingdon, W. Va Feb. 21-26 
Vanity Fair Bldg. 
Indianapolis Feb. 14-19 
Auto Show Bldg. 
Kansas City, Mo Feb. 12-19 





Kansas City Automobile Show 
Los Angeles Feb. 12-19 
Annual Salon, Hotel Biltmore. 


Los Angeles Feb. 26-March 6 
Annual Show, Los Angeles Motor 
Car Dealers’ Association. 














Louisville, Ky Feb. 14-19 
Jefferson County Armory 
Milwaukee Jan. 15-22 
Auditorium 
Minneapolis Feb. 5-12 





Overland Bldg. 

Montreal, Can Jan. 22-29 
National Motor Show of Eastern 
Canada, Morgan Bldg. 

Muskegon, Mich 

Armory 

National Automobile Dealers’ Asso- 
ciation, Hotel La Salle, Chicago 

Feb. 1-3 

Newark, N. J Jan. 16-22 
Twentieth Annual Newark Au- 
tomobile Show. 

New York Nov. 28-Dec. 4 
Annual Salon, Hotel Commodore 


Peoria, III. Feb. 15-19 





Feb. 15-19 




















Armory 
Philadelphia Jan. 15-22 
Commercial Museum 
Providence, R. I Feb. 5-12 





Cranston Street Armory 
Quebec, Can March 1-8 





Drill Hall 


Rochester Jan. 24-29 








Edgerton Park 
Saginaw, Mich March 9-12 
San Bernardino, Cal Feb. 17-27 





National Orange Show Bldg. 


San Francisco Jan. 29-Feb. 5 
Exposition Auditorium 


Scranton, Pa. Jan. 24-29 








Armory 





Sheboygan, Wis Feb. 14-20 
New Eagles Auditorium 


Sioux Falls, S. D March 2-8 
Springfield, Il Feb. 9-12 
State Arsenal 
Springfield, Mass... Feb. 28-March 5 
Municipal Auditorium 
St. Louis, Mo Feb. 14-19 


Syracuse Feb. 7-12 
State Armory 























Toledo Feb. 7-12 
Civie Center Garage 
Races 
Dallas, Texas Nov. 11 
Los Angeles, Cal... Nov. 25 





Conventions 


Automotive Equipment Association, 
Coliseum, Chicago Nov. 8-13 


Automotive Lighting Association 
Annual Meeting, Drake Hotel, 10 
A. M Nov. 4 


California Automobile Trade Asso- 
ciation, Hotel Richelieu, San 
Francisco Dec. 17-18 


Iowa .Automotive Merchants Asso- 
ciation, Des Moines Oct. 28-29 


National Association of Finance 
Companies, Palmer House, Chi- 
cago Nov. 16-16 

National Standard Parts Association, 
Hotel Sherman, Chicago.Nov. 15-19 

National Tire Dealers Association, 
Inc., Memphis, Tenn Nov. 16-18 

Society of Automotive Engineers, 
Transportation and Service 
Meeting, Boston, Mass........ Nov. 16-18 




















COMING FEATURE ISSUES OF CHILTON CLASS JOURNAL PUBLICATIONS 


November 4—Motor World Wholesale—Annual Marketing Issue 
December 10—Operation and Maintenance—Service Station Equipment Issue 
December 15—Commercial Car Journal—Good Roads Issue 
January 1—Automobile Trade Journal—Annual Show Issue 


January 6—Motor Age—Annual Show Issue 


Jan. 15.—Commereial Car Journal—New York Show Issue 
January 27—Motor Age—Chicago Show Issue 





Se 








“Qpen House” at Branch 


DALLAS, Tex., Oct. 23—Some 75,000 
persons visited the Ford branch fac- 
tory here during “open house” week, 
held recently. During that time the 
branch was open to visitors some six 
hours daily. Guides were detailed to 
show parties or persons through the 
big plant and explain operations seen. 
The visitors saw Ford cars built and 
Placed on the floors ready for sale. 
They saw any and everything about the 
Plant. Twenty-five luncheon clubs of 
Dallas were among the visitors. One 
railroad ran a special train to bring 
visitors to the city for the occasion. 


A. J. Langford is manager of the 


October 28, 1926 


Dallas branch factory. He employs 
some 2,000 men and turns out 250 cars 
daily. 


Distributes Kissel 


ALBANY, N. Y., Oct. 23.—W. A. Car- 
penter, Inc., of this city has signed a 
contract with the Kissel Motor Car Co. 
of Hartford, Wis., which gives him ex- 
clusive rights for distribution of Kissel 
cars in Albany and eastern New York. 


Raynor Moves to Seattle 


SEATTLE, Oct. 23.—The Raynor 
Motor Company, distributor of Gardner 
and Flint automobiles in Seattle and 
Tacoma, has moved its headquarters 


from the latter city to Seattle. A 
branch will be maintained in Tacoma. 
L. G. Raynor is president of the com- 
pany. J. P. Dugan, was _ recently 
appointed used car manager of the firm. 


Enlarge Canadian Front 


CLEVELAND, O., Oct. 23.—Announce- 
ment of a 400 per cent increase in 
Chandler’s Canadian distributor organ- 
ization the first eight months of 1926 
as against 1925 was made by Sid Black, 
vice president in charge of sales, of the 
Chandler-Cleveland Motors Corporation. 

Mr. Black also announced a 257 per 
cent increase in Canadian sales for the 
same period. 
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Prices and Weights of Current Passenger Car Models 
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Special Six 3970 4-p Roadster ! a =— p= MR net eee 
| (115 in. W. B.) ce ip Phaeton HUDSON ° ww — 
TTT: %.. Sport Touring Toes 4500 7. -p Sed 3395 7-p Phaeton $1.25 7-p Touring 7.460 
a3es 2 p Coupe 1195 edan 3440 5-p Coach 1, 095 £600 5.5 ete Lim. 9,500 
299 ag Je Luxe Coupe 1,285 ee Ge S ; -p ictoria Sedan 10,050 
_— > ‘atime oO net quel ee fe Brougham 4d ise EE A ge PE ++ 
3685 7-p Sedan - 1,895 | 5868 7-p Ene. Dr. Lim. 10.0% 
44 495 ' 5624 7-p Cabriolet 10,309 


Motor Age 











Prices and Weights of Current Passenger Car Models 











SHIP 
WT. PASS. BODY STYLE. PRICE 
McFARLAN “6” 


“sy” 
3700 2-p Roadster $2,650 
one 2-p Spec. Roadster 2,900 
3600 5-p Touring 2,650 
viemtaale 7-p Touring 2,750 
meee 5-p Brougham 4d. 3,180 
3850 4-p Coupe 3,180 
3850 5-p Sedan 3,180 
annie 5-p Spec. Sedan 1 
3850 7-p Sedan ; 
sane 5-p Sub. Sedan 3,380 
sau 7-p Sub. Sedan 3,480 

ory? 
4000 2-p Roadster $5,400 
4600 4-p Sp. Touring 5,600 
4900 4-p Coupe 6,720 
5200 4-p Tour. Sedan 6,720 
5200 7-p Tour. Sedan 6,810 
sienna 6-p Sedan 6,720 
aakandiaia 7-p Sedan 6,810 
ienaanees 7-p Spec. Sedan 6,810 
uaaueiiae 7-p Ene. Sedan 7,110 
sista 7-p Sub. Sedan 7,110 
5200 7-p Town Car 9,000 

“Straight 8” 

3400 2-p Roadster $2,650 
3400 4-p Roadster 2,900 
3400 5-p Touring 2,650 
3450 7-p Touring 2,750 
3650 5-p Sedan 3,180 
3650 5-p Sub. Sedan 3,380 
3700 7-p Sedan 3,280 
3700 7-p Sub. Sedan 3,480 
3650 4-p Coupe 3,180 
3650 5-p Coach Broug. 3,180 
3750 5-p Town Car 4,600 
MARMON 

665°” 
4251 - Speedster $3,485 
4256 - Speedster 3,485 
ane . Phaeton 3,485 


Tour. Speedster 3,565 
Coupe R’dster 3,565 
Town Coupe 3,195 


as 

vo 

oe 

rs 
SIATON AI MOU BS O71 BS I. Tim BO 
SVVVVSOVTCTUUS 


einen - Coupe 3,485 

Victoria 3,485 
dia - Brougham 3,565 
4498 - Sedan 3,565 
4620 - Sedan 3,640 
uaa - ®Custom Sedan 3,960 
eons - Custom Sedan 4,075 
niitiae . Custom Lim. 4,175 
MOON **6-60” 


2295 3-5-p Roadster $ 995 
——- 6 DeL. Roadster 1, ore 
2340 5-p Phaeton 


2420 5-p Coach 998 

— 60s iin DeL. Broug. 1,095 

ce ee Cab. Roadster 1,195 

— - we 4-d Sedan 1,195 
Series “‘A” 


5-p Roadster $1,395 
5-p Touring ,195 
2720 5-p Cab. Roadster 1,595 
2 5-p DeL. Bro’m. 1,395 

5-p DeL. Sedan 4d. 1,545 


NASH “Light Six” 


2275 6-p Touring $865 
2310 2-p # Coupe 925 
2475 5-p Sedan 995 

“Special” 
2900 2-p Roadster $1,115 
2980 5-p Touring 1,135 
2980 4-p Roadster 1,225 
3030 2-p Business Coupe 1,165 
3150 5-p Sedan 2d. 1,215 
3170 5-p Sedan 1,315 

“Advanced” 

(121 in. W. B.) 

3390 4-p Roadster $1,475 
3400 5-p Touring 1,340 
3550 5-p Sedan 2d. 1,425 
3650 5-p Sedan 1,525 

“Advanced” 

(127 in. W. B.) 

3480 7-p Touring $1,490 
3640 4-p Victoria 1,790 
3750 5-p Coupe 1,990 
3830 %-p Sedan 2,090 


OAKLAND — 


2590 4-p Sp. Roadster ey ft 
2620 5-p Phaeton 095 
2745 65-p 2d. Sedan i 095 
2705 3-p Landau Coupe l, a 
2855 6-p 4-d. Sedan 1,19 
2885 56-p Landau Sedan 1,295 
OLDSMOBILE 

. “30K” 

= 00 5-p Touring $875 
2319 4-p Del... Roadster 975 

‘0 )=66-p)=)—s DeL. Touring 980 
“347 2-p Coupe 925 
2450 =6-p Coach aoe 
«470 2-p De Luxe Coupe 99 
2620 5-p De “was Coach 1. 080 
cold 5-p Seda 1,025 

‘90 «6§6-p)=—ss«zDe Luxe Sedan +. 125 
“105 6-p Landau 1,190 


October 28, 1926 





SHIP 
WT. PASS. BODY STYLE. PRICH 


OVERLAND ' 
Whippet 
1985 __...... Touring $645 
2130 2-p Coupe 685 
2075 5-p Sedan 695 
$6939? ‘ 

2395 5-p Touring $825 
2397 2-p Coupe a 


2443 4-p Std. Sedan $35 
2583 5-p De Luxe Sedan 975 


PACKARD es 


semen 4-p Roadster $2,685 
cannes 5-p Phaeton 2,585 
aieabites 4-p Coupe 2,685 
examen 5-p Sedan 2,585 
(133 in. W. B.) 
seneeeia 7-p Touring $2,785 
eimai 7-p Sedan 2,785 
dine 5-p Club Sedan 2,725 
saiueaiiaie 7-p Sedan Lim. 2,885 
s#Q”? 
(136 in. W. B.) 
neue 4-p Runabout $3,850 
a 5-p Phaeton 3,750 
sania 4-p Coupe 4,750 
‘eaniinns 5-p Sedan 4,750 
(143 in. W. B.) 
siete 7-p Touring $3,950 
nes 5-p Club Sedan 4,890 
aneniates 7-p Sedan 5,000 
poe 7-p Sedan Lim. 5,100 
PAIGE 6-72" 
(125 a Ww. B.) 
men 7-p Touring $1,655 
sonmenen 4-p Cab Roadster 1,995 
one 5-p Sedan 1,695 
een 4-p Coupe 1,995 
seins 7-p Sedan 1,995 
a 7-p Limousine 2,245 
(115 in. W. B.) 
seontein 4-p Roadster $1,540 
a 5-p Brougham 1,395 
cnidnnien 5-p Landau Bro’m 1,395 
nein o-p Sedan 1,5 


PEERLESS “6-72” 
(126% in. W. B.) 


3175 5-p Touring $1,895 
3425 5-p Coupe 2,295 
3500 5-p Sedan 2,395 


(133% in. W. B.) 


3275 2-p Sp Roadster $2,195 
3300 7-p Phaeton 1,995 
3700 7-p Sedan 2,595 
3825 7-p Limousine 2,695 
3575 5-p De Luxe Sedan 2,795 
3650 7-p De Luxe Sedan 2,995 
6-80" 
2800 5-p Phaeton $1,395 
2895 5-p Roadster 1,495 
iinet 2-4-p Coupe Roadster 1,565 
2950 5-p Sedan ,495 
3140 5-p Std. Sedan 1,595 


—— wee Sport Sedan 1,795 
3140 5-p De Luxe Sedan 1,795 


**6-90” 


apne 2-4p Sport Roadster ........... 
vineaien Coupe Roadster ......... 


a Sedan 1,895 
mane Sedan ; 
eaninita Landaulet 1,995 

*8.69” 

(133% in. W. B.) 
3675 —— .200 Roadster $2,995 
omen 7-p Sedan 3,095 
3950 5-p se 3,495 
4025 7-p Seda 
4100 T-p-_ Ber. Limousine 3, 795 
(126 in. W. B.) 

amine 5-p Coupe $2,795 
a 5-p Sedan 2,995 
PIERCE-ARROW 

80" 
3285 2-p Runabout $2,895 
3300 4-p Phaeton 3,09 
3440 7-p Phaeton 2,895 
3470 5-p Coach 2d. 2,995 
3495 2-p Coupe 3.100 
3525 5-p Coach 4d. 3,250 
3620 7-p Coach 3,250 
3420 4-p Coupe 3,695 
3500 5-p Sedan 3,895 
3600 7-p Sedan 3.995 
3655 7-p Ene. Dr. Lim. 4,045 
3675 7-p Lim. Coach 3,450 

+#26"" 
4445 2-p Runabout $5,875 
4480 4-p Touring 6.875 
4585 7-p Touring 5,875 
4760 38-p Coupe 6,375 
4800 4-p Sedan 6.375 
4760 7-p Sedan 5,875 
4770 4-p Coupe Sedan 6,375 





SHIP 
WT. PASS. BODY STYLE. PRICE 
PIERCE-ARROW (Continued) 


4840 7-p Enclosed Lim. $5,875 
4840 7-p French Lim. 7,500 
4840 7-p Encl. Dr. Land 6,000 
4760 7-p Sedan Landau 6,000 
4880 4-p Lim. Encl. 6,375 
4800 4-p Sedan Landau _ 6,600 
4880 4-p Encl. Landau _ 6,600 
4740 7-p French Landau 8,000 
PONTIAC 
2395 2-p Coupe $825 
2450 5-p 2d. Sedan 825 
2455 5-p Landau Sedan 895 
REO ‘oT’.6”? 
3375 2-p Roadster $1,665 
3182 5-p Sp. Touring 1,395 
3365 2-p Coupe 1,495 
3365 2-p Spec. Coupe 1,565 
3515 5-p Sedan 4d. 1,565 
3565 5-p Spec. Sedan 1,745 
REVERE 
66059 
3900 2-p Sp. Roadster $2,750 
3975 4-p Speedster 2,750 
4050 5-p Touring 2,750 
4300 5-p Sedan 3,800 
ed) bed 
3700 2-p Roadster $3,200 
3800 4-p Sportster 3,200 
3970 5-p Touring 3,200 
4400 5-p Sedan 4,000 
RICKENBACKER 
“He” 
3038 5-p Touring $1,750 
3068 7-p Touring 1,795 
2953 4-p Roadster 1,795 
3116 5-p Coupe-Sedan 1,495 
3202 5-p Brougham 1,695 
3092 4-p Coupe Roadster 1,920 
3317 5-p Sedan 1,995 
3353 7-p Sedan 2,195 
“B-8” 
3227 4-p Roadster $2,195 
3315 5-p Touring 2,150 
3355 7-p Touring 2,195 
bien 4-p Sup. Sp. Road- 
ster 3,250 
3445 5-p Coupe Sedan 2,095 
3486 5-p Brougham 2,195 
3345 4-p Coupe Roadster 2,320 
3603 5-p Sedan 2,495 
3640 7-p Sedan 2,595 
en 4-p Sup. Sp. Sedan 5, 000 
ROAMER 
**6-50-55” 
pane 5-p Spec. Tourer $1,295 
a 5-p Spec. Sp.Tourer 1,395 
an 2-p Bus. —— 1,395 
enannine 5-p Coup 1,395 
seeanbaiais 5-p Sedan De Luxe 1,695 
*6-54-B”’ 
aie 4-p Roadster $2,385 
a 4-p Tourer 1,985 
ssdaiaainit 4-p Sport 2,285 
neonate 7-p Tourer 2,285 
seuniion 3-p Cabriolet 2,750 
a 5-p Sedan 2,950 
6$4.95-E”’ 
“Custom Built’ 
ee 2-p Speedster $3,485 
a 3-p Sport 3,285 
enue 4-p Tourer 98 
*8-80” (126 in. Ww. B.) 
2950 2-p Roadster $1,895 
3150 2-p Coupe 1,985 
3580 5-p Sedan 1,985 


ROLLS-ROYCE 


Manufacturers do not quote list 
prices. 


STANLEY 

“962” 
3600 6-p Phaeton $2,650 
4000 5-p Sedan 3,400 
STAR 

sso 
1850 2-p Conv’t R’dster $550 
1905 5-p Touring 55” 
1965 2-p Coupe 675 
2120 5-p Coach 695 
2190 5-p Sedan 4d. 795 

Standard ‘6” 

2075 5-p Touring $725 
2160 2-4-p Sp. Roadster 910 
2100 2-p Coupe 820 
2245 6-p Coach 880 
2355 5-p Sedan 975 
2365 5-p Landau Sedan 995 
2150 2-4-p Sp. Coupe 995 





SHIP 
WT. PASS. BODY STYLE. PRICB 


STEARNS-KNIGHT 


*6§.85”" 

ieieties 2-p Roadster $3,250 
ton 4-p Touring 3,250 
abana 2-p Cab-Roadster 3,550 
tanta 4-p Coupe , 
dinaonen 5-p Std. Sedan 3,350 
iene 5-p Custom Sedan 3,350 
sanesanes 7-p Sedan 3,550 
‘denne 5-p Std.Sedan Lim. 3,550 
aioe 5-p Cus.Sedan Lim. 3,550 
a 7-p Sedan Lim. 3,750 
STUDEBAKER 


Standard Six 


2700 3-p Du. Roadster $1,160 
2765 3-p Sport Roadster 1,250 
2830 5-p Du. Phaeton 1,180 
287 3-p Country Club. 1,295 
2945 5-p Coach 1,230 
3115 5-p Sedan 1,330 
3235 5-p Custom Sedan 1,385 
| ee Cus. Victoria 1,335 
Special Six 
3500 4D Sp. Roadster 1,630 
3495 5-p Du. Phaeton 1,480 
3470 5-p Coach 1,480 
3620 5-p Brougham 1,83 
Big Six 
(120 in. W. B.) 
3270 3-p Du. Roadster 1,530 
3400 4-p Sport Roadster 1,680 
3405 5-p Sport Phaeton 1,610 
3510 5-p Club Coupe 1,480 
amen 4-p Cus. Victoria 1,73 
3835 5-p Custom-Bro’m § 1,785 
3680 5-p Sedan 1,930 
(127 in. W. B.) 
3630 7-p Du. Phaeton $1,810 
3910 5-p Brougham 4d. 2,130 
3945 7-p Sedan 2,145 
4050 7-p The President 2,245 
STUTZ *A-A” 
(131 in. W. B.) 
4164 2-p Speedster $2,995 
4175 4-p Speedster 2,995 
4390 5-p Brougham 2,995 
4416 5-p Sedan 2,995 
4273 4-p Vic. Coupe 2,995 
4286 2-p Coupe 2,995 
(145 in. W. B.) 
4656 7-p Sedan $3,685 
4731 7-p Sedan Lim. 3,785 
VELIE **60” 
3025 5-p Club Phaeton $1,450 
2908 3-p Coupe 1,450 
3175 5-p Sedan 1,450 
3340 5-p Royal Sedan 1,785 
3350 5-p De Luxe Sedan 2,050 
WILLS SAINTE CLAIRE 
“B-68” 
3500 7-p Phaeton $2,900 
3520 5-p Sedan 3,100 
3635 7-p Sedan 3,300 
“C.68”" 
3350 4-p Roadster $2,900 
3400 4-p Gray G. Trav. 2,900 
3600 5-p Sedan 3,200 
“D-68” 
a 4-p Gray G. Trav. $3,000 
sume 4-p Roadster 3,000 
inane 4-p Cab. Roadster 3,650 
dines 5-p Std. Sedan 3,450 
iuanedenen 7-p Sedan 3,550 
quae 5-p Brougham 4,050 
enamee 7-p Enc. Limousine 3,650 
‘“WW-6" 
3650 T-p Phaeton $2, oes 
3410 4-p Roadster 2,600 


3550 4-p Gray G. Trav. 2.600 
3765 5-p Vogue Sedan a oes 


edan , 
3835 7-p Enc. Limousine 3,085 
“T.6” (127 in. W. B.) 





3675 5-p Traveler $2,700 
3580 4-p Roadster 2,700 
3750 4-p Cab. Roadster 3,350 
3900 5-p Sedan 3,150 
3970 7-p Sedan 3,250 
4080 7-p Limousine 3. 350 
3920 5-p Brougham 3,750 
3810 5-p Spec. Sedan 3, 150 
WILLYS-KNIGHT 
“EEG" 
3323 2-p Roadster $1.350 
3395 5-p Touring 1,750 
3566 -p Touring 1,950 
ienitaiaa 2-4-p Cvuoupster 2.295 
3604 4-p Coupe 2.195 
3686 5-p Sedan 2,295 
3822 7-p Sedan 2,495 
adr | | lated 

2846 6-p Touring $1,295 
saint 2-p Coupe 1,395 
2853 5-p Sedan 1,395 
3050 5-p Sedan 1,495 
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jer Economical Transportation 


LE ; er The “Bathtub” Test 


that proves Chevrolet’s 
supremacy over conditions 
encountered in excessively 
, wet weather on flooded 
' roadways 





















Chevrolet Fuel Economy 


is proved by an apparatus 
which measures the gas- 
oline consumed, drop by 








The ‘‘Hill-maker’’ 


a dynamometer which me- 
chanically reproduces the YC tii — ee ee 
effect of hills, longer and a eeeeiaty ge 
steeper than any in 
existence, 


> 














Testing 24 hours a day to prove 
Chevrolets sterling quality 


Out on the curves and straightaways of the 
General Motors Proving Grounds—over rough, 
rutted roads, through blistering heat and bitter 
cold, through rain and slush and mud and snow, 
by this instrument. Chevrolet performance is proved before it is 








Chevrolet Brakes 


are tested and their efficiency proved 











Brake Pedal enjoyed by owners! 
Pressure : . . 
and, degree Here testers drive, night and day, until the speed- 
down” are ometers register 20—30—40,000 miles and more! 
this “intricate Here, during the long, steady grind—every mile of 
evice. 


which is driven under observation—materials and 
designs are constantly analyzed and checked; per- 
formance, wear and repairs are tabulated! 





Here the collective genius and experience of 
Chevrolet and General Motors engineers are 
utilized to assure buyers an investment of utmost 
soundness and satisfaction when they purchase a 
Chevrolet—and to maintain for Chevrolet dealers 
a continuance of the spectacular demand that 
has shattered all previous records for Chevrolet 
sales and dealer profits. 


Ease of 
Steering 
is proved by this 
apparatus which 


measures steering 
effort. | 





Touring or Roadster $510, Coupe or Coach $645, Sedan $735, 


Landau $765, 14-Ton Truck $375 and 1-Ton Truck $495, (Chassis Only), 
All prices f. o. b. Flint, Mich. 


CHEVROLET MOTORCOMPANY, DETROIT, MICH., Divisionof GeneralMotors 








Chevrolet’s Speed 
is accurately measured to the fraction 
of a mile by this electric “fifth wheel.” 





p QUALITY AT LOW COST 
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NY wide awake distributor or dealer can see the possibili- 
AN tiesinaline like Peerless. Three great Sixes and a famous 
00° V-type Eight to meet any requirement of price, size, or 
performance. And all built and backed by one of. Ameri- 
ca’s soundest and best known manufacturing institutions. 
Phaeton + “-— > « = * * $1395 2-DoorSedan + + + + + + $1545 4-Door Sedan + - e 2 © = $1595 
Roadster + + + * + * * * 1495 Roadster-Coupe + + + * « 1565 (All prices f. 0. b. factory 
ms ~ 5-Passenger Sedan + - + + $1895 Landaulet Sedan - - + + + $1995 Roadster also included in line. 
: oy Close-Coupled Sedan - - + 1895 Roadster-Coupe + + + + + 1725 (All prices f. o. b. factory) 
PE ERLUE S §S . H A § + ALWAY & 
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5-Passenger Phaeton: + + + $1895 5-Passenger Sedan 5-Passenger DeLuxe Sedan + $2795 
Roadster + + + + * + = * 2195 7-Passenger Sedan + + + + 2595 7-Passenger DeLuxe Sedan + 2995 
5-Passenger Coupe + + + + 2295 Limousine + + + + + + + 2695 (All prices f. 0. b. factory) 
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Standard 5-Passenger Coupe $2795 Custom Roadster- + + + + $2995 Custom 7-Passenger Sedan + $3595 
Standard 5-Passenger Sedan + 2995 Custom 5-Passenger Sedan + 3495 Berline Limousine + + + + 3795 


Standard 7-Passenger Sedan + 3095 (All prices f.0. b. factory) 
Saal is a « ; i we, nen: : 4 gre 
4h) : Dp. q> aq ; ® ¥ 
ae eves a. @ © a Ce” Tse aS “Sa “ae “At <of-“E, ae > Seaea a so £% £0 
a - o & ee w am " & wee & a a Ly § Sf a = oe Yam, ke 
a 4-4 cf a ty one y # ri be | 4 ¥ #3 wee | Ys oo 2 % &% & 5 es 8 . : 
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If Peerless is not represented in your town, wire, phone 
or write at once for details of the Peerless franchise. 
Peerless sales have jumped to nearly 250% of last 
year. The next year will be even greater. Act now. 


PEERLESS MOTOR CAR CORPORATION -: Cleveland, Ohio 
Manufacturers of the 90° V-type Eight-69; the Powerful Six-72; the Remarkable Six-80 and the Six-90 
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—a remarkable new automobile head- 
light which has been recently devel- 
oped and perfected by Walter D’Arcy 
Ryan, the world’s foremost illuminat- 
ing engineer and Director of the Illu- 
minating Laboratories of the General 
Electric Co., at Schenectady, N. Y. 
Through an exclusive arrangement 
with Mr. Ryan, the 


Indiana Lamp Corporation 


Connersville, Indiana 








will have the exclusive right to manufacture 
and sell the Ilco-Ryan-Lite in the United States 
and the territories thereof. 


Through arrangements with the In- 
diana Lamp Corporation, the Ilco- 
Ryan-Lite will be distributed to the 
Along beam that extends down the road for ap- trade by The Stover Signal Engineer- 


proximately 300 feet without dangerous glare! 


A widespread beam that completely floodlights ing Company, Racine, Wisconsin, act- 


the road, illuminating beyond both ditches 


‘— * 

a 
me 
ean * 
— = 
— «=6& 
6 a 
-e— 
-_ 2 
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and enabling the driver toread road signs on ° ° 

either side of the road without stopping the ing as sales representatives for the 
car! These are the outstanding characteristics . . 

of thisnew headlight. Samples and full details Indiana Lamp Corporation. 

regarding the sales possibilities are now 


available to all wholesalers and retailers. 


“THE HEADLIGHT THAT FLOODLIGHTS THE ROAD" 
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RAINOIL 


Piston Rings 


A double battery of wet grinders with a capacity of rough 
grinding 250,000 rings per day. These machines are used to 
rough grind the sides of rings before going to the Finish 
Grind Department where limits are held to one quarter of 
one thousandth (.00025) of an inch on each side. 


Drainoil principle, Drainoil design and Drainoil workman- 
ship have made Drainoil the outstanding oil controlling pis- 
ton ring. 


The razor edges of oil slots cut and scrape excess oil from 
cylinder wall. The slots immediately fill with oil surplus 
which is constantly fed direct to oil relief holes drilled in pis- 
ton groove and returned to crankcase. (Note cross section.) 





















Properly installed in lowest piston groove, Drainoil perfor- 
mance demonstrates the great difference in piston ring value. 


Service Division — Oil Ring Department 








RinG COMPANY 


Muskegon, Mitlugan 
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BRINGS YOU EXTRA PROFITS IN 
COLD 








Licensed by Pines Winterfront Co., 
under Patent No. 1,458,593. 


WEATHER 


S car owners come in for alcohol 
or other supplies, or for win- 

ter adjustments, you have 100% 
prospects for this practical, good 


looking, winter car necessity—the 
Globe Radiator Shutter. 


Sell it with the car and to each 
owner whose car you are servic- 
ing. Practically every new or re- 
cent car owner Is a prospect. 


This season will see more shut- 
ters used than ever before. Globe 
Radiator Shutters, priced from 
$5.50 to $12.50, will have the call. 
You make a bigger profit by sell- 
ing the Globe Radiator Shutter. 


Get started right away. Use the 
coupon below. 
















The Globe Machine & Stamping Co. 


Cleveland, Ohio 


Please send me all data on Globe Radiator Shut- 


ters. 


Name . 





Address 


| The 
Globe Machine & Stamping Co. 


1112 W. 76th St. Cleveland, Ohio 


GLOBE 














RADIATOR SHUTTERS 
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e Big 3° Lines of Defense 


“in 24 Stee|— to take the impact 
> y 


nubdoder—to break the smash 
_1}— to ABSORB whatever shock remains 


The Greatest Money-Maker 


Since Balloon Tires 


10% Lighter ... 15% Stronger 
Completely Vibrationless 








Endorsed by automotive engineers and safety experts— Aecepted by 
automobile manufacturers— Passed by the Underwriters’ Laboratories — 
welcomed by body designers, and being demanded by motorists everywhere. 


Front Bars are finished with high quality nickel which will not peel, chip, 
flake or scale. Auxiliary bars are finished in best Japan. The Keystone em- 
blem, trade mark of quality for 40 years, is finished in Bright Red. 


See the Sheldon Exhibition in Palmer House, Chicago, during the A. E. A. 
convention—-or write General Sales Office, General Motors Building, Detroit, 
for particulars of this amazing dealer opportunity. 


Sheldon has back of it a record of 
accomplishment in the field of auto- 
motive engineering going back 40 
years. The largest automobile bumper 
plant in the world, fitted with the most 
modern machinery and operated on 
production methods alone makes pos- 
sible the low price. 





Sheldon Axle and Spring Co. Main Office and Factory, Wilkes-Barre, Pa. 
General Sales Office: GENERAL MOTORS BUILDING, Detroit, Michigan 
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National distribution in 90 days 
—proof that Permites make 
better piston replacements - - - 


UST ninety days after Permite Pistons were first 
introduced, they were sold from coast to coast, 
from the Great Lakes to the Gulf of Mexico! 

Permites have been steadily growing in popularity 
ever since. Makers of nearly a million cars a year 
have adopted them as standard factory equipment. 


Permites are exact factory duplicates. That’s why 
you can take care of four-fifths of your piston re- 
placement requirements with only twenty-two 
Permite types. 


*We will be glad to consider distribu- 
tors’ applications for open territory. 


You can turn out better piston replacements, too, 
because Permites are always uniform. They’re cast 
Over permanent steel molds in our own foundries. 
The Permite Piston Company are the only piston 
manufacturers in the world who do this. 


Experts agree that the special Permite aluminum 
alloy is the most perfect piston metal ever developed. 
It’s three times as light as cast iron. It throws off 
heat five times as fast. It makes motors cooler, easier- 
running. 


Permites cost very little to stock. They are bring- 
ing hundreds of dealers a steady increase in business 
and profits! And this national distribution means 
quick service for you. Get in touch with your dis- 
tributor today, or write— 


*PERMITE PISTON CO. 


Cincinnati, Ohio 


ERMIT 


PERMITE PISTONS ARE EXACT FACTORY DUPLICATES 
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~and a widened sales horizon for dealers 








an Oe Mail this coupon 
an ) Now for details \ 


m interested in making more money. 


lease send me full details of your unique | 

ealer profit proposition and complete infor- 

iation regarding the new European-type Eight- 1k «> & fi 
\-line soon to be announced nationally. 
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ere are reamers absolutely 
mew and different! 


| They work with amazing ease and smoothness. 
| Each set includes 45° Roughing Reamer for removing hard carbon deposits, 
| 45° Finishing Reamer, 15° and 75° Nicked Tooth Reamers for narrowing valve 
| seats, pilot stems {including oversizes for worn guide holes} and T handle. 

No. 38 Set handles 90% of all motors. No. 2§ Set for all Fords and 
Fordsons, Chevrolet, Durant, Essex 6, Oakland, Oldsmobile “30” and Velie. 
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installation on Pontiac ‘‘Six’’. 
Unlike other similar heaters, the 
front end of the Pontiac Heater 
and several other American man- 


Hfold, models is closed, which give American Auto Heaters 
feature — 





mee 
. 


Easy installation. 


Installation on practically all models. 


2 
3. Register made of cast aluminum. 
4 


. Beautifully etched instrument board control and heat 
deflector—optional. 


5. Automatic shut-off feature—opens vents when regis- 
ter is closed, allowing heat to pass off through hood 
louvres or beneath car. 


6. Does not cover intake manifold resulting in no heat 
losses and no interference with hot spot provided by 
car manufacturers. 


7. Vents and exposed intake manifold makes it unneces- 
sary to remove heater in summer. 





Close-up view of register 
and ventilating feature... 
used exclusively on 


i oceieene, Uinahene 8. Vents prevent overheating of motor when heater is 


shut off. 
: 
9. Heater substantially made of 26 gauge metal— ; 
Ford Models $3.50 to $5.50: Chevrolet, Dodge, and . ° . 
Chrysler “50” $4.50: forced draft style $6.50: Hud- beautifully finished in 2 coats of black enamel. 
son, Essex and Buick $6.00 a Pontiac and Oakland 
ae ae ae Se re eee | See ae 10. 42 individual models—for every popular make of 


$9.90 to $13.50 car. 


If your jobber cannot supply you write to us direct. 


Manufactured by 


AMERICAN INJECTOR COMPANY 


1484 Fourteenth St. DETROIT, MICHIGAN 
Established in 1886 
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Any DEALER who has not had a big increase in tire sales 
this year and who does not confidently expect a much bigger 
increase in 1927 should check things over right now. 


Is it you—or your location—or is it the line of tires you are 
: handling? 


Coming into the home stretch of 1926, India is outdistancing 
| even its best yearly increases of the past. 


This continued rapid growth is due entirely, I believe, to the 
policy on which this business is founded—products as good as 
can be made—honesty and fairness in all dealings. 


The INDIA dealer has a protected territory. But better yet 
he has a line of tires and tubes with exclusive features that 
enable him to win and hold the best of the tire replacement 


business of his locality—buses, trucks, and the finest of the 
personal cars. 





, If you want to build your business faster and surer in 1927, 
now is a good time to find out what India offers you. 





President 
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Dealers Attention ! CAVE jee sein eat 


heard the NEW Sewior 
ounxiclot the Farrand Speak- 
er, with its exquisite wal- 
nut-laminated wood cance 
and new driving unit? 
Radio's greatest reproduc- 
er still further improved! 


F you haven’t, 
as yet, stocked 
Farrand Speakers, 
get in touch with 
your distributor 











Listen to the 





an who AT ONCE. Now’s 
) owns one, Listen the time to cash in 
at the store that on radio’s greatest 


yy , 
sells them: selling speaker. 


sain ea hae ee Order TODAY! 


. Faro 
| _Q Farrand Mfg. Co., Inc. 
Farrand Thompson Avenue at Court Street 


LONG ISLAND CITY, N. Y. 








SVEN years to perfect, two years oo the | be 
market, a half million cothusiastic lsteaces & efor 
DAY! When you buy a Furnend you get , 















ua . i the fistenet, » 

sey while a delight ee ; e 

d despait af the senrit abort - Hear. Compare 
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Fa ean, = 


conc speaker of time-tested, proven per- 
mance. Senior Model, $32.50. Jasnior, $16.50 






pe acts 
ast season than ali 
Her) BF wed cong speakers 
combi F ! A demons: Ration 
at your dealer’s will cell why. 


Farrand i 
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IRST, the Dill Valve be] to — 
the air in the tire. Then the Dill 


— Instant-On— dust-and-valve-cap com- 
bined—to put on the final seal. 

; An air-tight pair! One that motorists 

7 are quick to buy to prevent the treach- 

: erous leaks that shorten tire life. No 

¢ 


air will leak through the valve if it is 
equipped this way. 


The Dill Valve Inside is small but sturdy 
—with the spring and every vulnerable 
part protected by a metal barrel. Can’t 
be jammed or bent. 


The Dill Instant-On not only acts as a 

perfect seal itself, but also is a wonder 

of convenience—on or off in a wink— 

no bother with separate valve caps. 
These famous Dill Valve Parts are packed 


for re-sale in attractive convenient metal 
display stands. Dill Valve Insides in sets 
of 5 retail for 30c. Dill Instant-Ons retail 
at $1.00 for 5. Order from your jobber 
today. Get the stands on your counter and 
watch them make profitable sales for you. 


Se THE DILL MkG. COMPANY : Cleveland, Ohio 
“df Manufactured in Canada by Dill Mfg. Co., of Canada, Ltd., Toronto 











Standard TireValves and ValveParts 
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Now, with this new SERIES 36 on the market, Pierce-Arrow is offering the dealer who can 
sell the finest of motor cars, an opportunity to duplicate the success the Pierce-Arrow SERIES 80 
is establishing in the moderately priced field. Territorial allotments are now being given 
consideration. Your inquiry should be made promptly, if you would share in SERIES 36 profits. 


THE PIERCE-ARROW MOTOR CAR COMPANY, Buffalo, N. Y. 


A CNEW PRIC E 
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What is Most Importantr 


Uppermost in every merchant’s mind should be the 1m- 
portance attached to the character of his trade connections. 
The firm he chooses must be well established with a good 
standing in the trade and with a line of products that 
have not only proven their success but assure the business 
of the future. 


The merchant who makes such a connection builds the 
foundation and assurance for his future business with the 
safeguard that any effort he puts behind such a line will 
be more than repaid him. 


Through the AC connection, dealers and jobbers make a 
contact which ties their business to the most powerful 
organization in the industry, and which insures them 
enormous business possibilities now and for the years ahead. 


AC Products are nationally known: 
AC SPARK PLUGS are used as equipment on over 148 


makes of cars, trucks, tractors and engines. 


AC SPEEDOMETERS are furnished as equipment 
on more than 50% of the output of present day produc- 
tion of cars. 


AC OIL FILTERS are equipment on more than 50% of 
the production of cars being equipped with oil filters. 


AC AIR CLEANERS are sent out as equipment on more 
than 60% of the cars that are equipped with air cleaners. 


AC’s equipment, increasing steadily from year to year, is 
building a tremendous replacement business which will 
carry on as long as automobiles are made. 


AC Spark Plug Company, FLINT, -ACichigan 


AC-SPHINX AC-TITAN 
Birmingham | , ; | Levallois-Perret 


ENGLAND AW Air Uleaner ) Fb freer FRANCE 
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Willard “grids” are cast 
from pure lead with just 
the right amount of anti- 
mony added to give them 
great stiffness. The retain- 
ing bars slope inward, lock- 
ing the active material in 
the Willard plate. Hand 
cast—machine pasted. 


Quality of product and 
quality of service are 
again emphasized in 
this advertisement— 


one of a series pub- : Our inspections include the 


. five things that should be 
lished to tell owners of =| yates meting omar 


your cars how upkeep tested and filled. They help 
to put off the day when 
costs may be kept down. ‘you'll need a new battery. 


Save batteries—save money. 
WILLARD STORAGE BATTERY COMPANY 


Cleveland, Ohio 


vse that’s 
Service 


eS 
and Sell Willards for 
All Cars—for Radio, too. 
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Bohn Products include Ring True Bearings—Bohnalite Castings, 

semi-permanent, permanent mold-and sand, Nelson Bohnalite 

pistons; we also supply the government with replacement pistons 
and bearings for the Liberty engine. 





THE LIGHT ALLOY PISTON WITH A STEEL BACKBONE 


WHEEL 
BRAKES are to | 


> 2 ’ 
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The Strut Only more so—for you get a big kick—a 
Special Alloy steel . . ° 
> ssi. mt real thrill out of quick acceleration and 


controlexpansionand ° ° 7 ° 
saiuaiain’” comaiitias only satisfaction from a quick stop. 
tory clearances under 


all engine operating “4s. , 
eindiadeann Tie Still it is hard to sell an automobile today 


trut the back- ° ° ° 
Seeuneall enaiamees nil without 4-wheel brakes, but soon it will be 


durance and life. . . 
even more difficult to sell a car that is not 


equipped with Nelson »Bohnalite Pistons. 


Bohnalite, the light alloy 
from which this _ piston 


| Combined in this revolutionary piston are 
is made, should never be 


fused ith th ° ° 
ror ton tte See all of the advantages of cast iron and light 
ket. Every Nelson Bohnalite 


Piston is heat-treated for alloy—the industry has dreamed of such a 


uniformity, strength and 


hardness. piston, NOW it is a reality. 


Nelson Bohnalite Pistons are already being used by manufacturers of cars, who make 
claims of unprecedented performance—a list of them will be gladly furnished upon 
request, along with a booklet which further describes the design of this outstanding piston. 


BOHN ALUMINUM & BRASS GORPORATION 
EAST GRAND BOULEVARD, DETROIT 
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Capacity doubled to produce 
new line of cars” 














FACTS 


Auburn has grown from a 
small “shop” and _ $7,500 
capital in 1902 to 17 acres 
of most modern factory 
floor space and _ $6,000,000 
capital in 1926. 

Auburn sales show the 
greatest percentage of in- 
crease this year of any 
company—208% greater in- 
crease than for the entire 
industry. 

Auburn dealers are making 
money. 

Auburn used car value is 
exceptionally high. You 
can hardly find a used 
Auburn in the used car 
market. Try it. 

Over 500 makes of cars 
have been on the market 
since 1902. Auburn was one 
of them. About 33 com- 
panies have gone out of 
business in the last tw 
years. About 35 are in 
business today. Auburn is 
> fastest growing of them 
all. 

Whether owner or dealer, 
it pays to invest in that 
which is most successful. 
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SOON —New Straight Eight and NEW Six at New Prices 


The automobile world now expects E. L. is ready to introduce a complete new line of 
Cord to do the “impossible.” Unprecedented cars that will place Auburn values even far- 
interest awaits his coming announcement. ther ahead of others today than they were 18 
Auburn has made the greatest growth of any months ago. Wonderful new models, at re- 
company in the entire industry in the last two markable new prices that will establish totally 
years. What did ite new standards by which all other values must 
Public approval of Auburn’s new styles, and be measured and readjusted. New cars built 
new improvements, did it. Public demand to out-perform, out-wear, and out-satisfy any- 
for the greatest value for the least commensu- thing ever put upon the market. 


rate cost, did it. The enthusiasm of Auburn These new cars are so well constructed, so 
Owners did it. The acknowledgement of 


ment advanced in every way, so far ahead of the 
_ n’s leadership by competitors imitating, times that Auburn sales rooms will be crowd- 
1d it, 


: ed and dealers everywhere will be seeking the 
Now, before others can even “catch up” Cord Auburn franchise. Worth waiting for! 


AUBURN AUTOMOBILE COMPANY, Auburn, Indiana 
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Badger Quality 
R Safeguards Your 
at RB ion! 
Ri eputation! 
Reteeeey C6: 
Ho O Dealer has ever 124 
see had to apologize to ] 
tay CCéOhs:«‘trade for handling 
essastts} this line. On the other 











hand, it begets consumer 
confidence, and safe- 
guards the Dealer’s 
business reputation. 
Satisfaction is reflected in 
every sale. 


Dealers supplied through 
responsible Jobbers 
everywhere. 


. The Badger Rubber 
a Works 


‘++, Milwaukee, Wisconsin 
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TWO FAST MOVING ITEMS 
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FOR WINTER SELLING 
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A “Big Car’? Heater for Fords 
Built of CAST IRON — like a 
Stove 


Now a manifold heater for Fords—built of 
cast iron—as an integral part of the exhaust 
manifold. Not just a sheet iron cover open 
underneath, to be fastened over the exhaust 
manifold—but a scientifically designed heat- 
ing unit ...an exhaust manifold and air 
heating chamber in one. The heating cham- 
ber becomes an integral part of the motor 

. rattleproof! The Simmons Manifold 
Heater offers instantaneous heating—even on 
the coldest days. No gas or oil fumes— 
fresh warm air constantly forced into the car 
by the motor fan. 30 minute installation. 
Lists at $6.00. 





MAKERS 








A “30 Mile’? Carburetor that 
Features Easy Cold Weather 


Starting 


Not a “trick” carburetor claiming miraculous 
mileage—but a carefully designed and con- 
structed first class carburetor—employing the 
principles of the best carburetors used on 
highest priced cars. The Simmons Super 
Power Carburetor offers the trade a real 
“Big Car” performance carburetor for Fords. 
A specially designed electric heating unit 
plus a double gas discharge offers a good 
running heat mixture the moment it’s turned 
on from the dash. Quick, easy starting on 
the coldest mornings! 

Increased gasoline economy. By actual test 
Simmons Super Power Carburetor offers 20% 
more fuel efficiency—30 miles to the gallon! 
Quick installation. $3.50 List. 






Two real fast selling Ford items. 
Simmons Products . . . backed by 
Simmons guarantee. High grade 
easy sellers, that offer a long mar- 
gin of profit for you. Investigate. 


Simmons Manufacturing Co. 
3405-11 Perkins Ave., Cleveland, Ohio 


L 
Lo 





OF OVER 500 Kap rants AND ACCESSORIES 
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A “C-M” Cost Cutting Idea 


for Service Stations and Garages 


Two “Cyclone” Hoists connected to “Matchless” Trolleys operate on 
a continuous oval shaped Monorail Track in the service station illus- 
trated in the view above. 
Automobiles to be serviced or repaired are placed under the oval 
shaped track. If it is necessary to raise an entire car clear of the 
floor, one “Cyclone” Hoist is used on the front end:and the other on 
the rear end. If only one end must be raised either one or both hoists 
are employed as needed. 
The “C-M” Equipment in this shop speeds up service and repair work 
with a consequent lowering of labor costs. The ease and safety with 
which heavy cars are handled afford working conditions impossible to 
picture. And the space saving advantages are vital factors to consider. 
Regardless of the size of your service station or garage, a combination of 
—* Hoists and “Matchless” Trolleys can be arranged to meet your con- 
1t10ons. 
The exceptional features of construction of these master material handlers 
merit your serious consideration. 
Ask the “C-M” branch or Distributor in your territory to give you complete 
information. Or write us here in Cleveland. 


The Chisholm-Moore Mfg. Co., Cleveland, Ohio 


Branches: New York—Chicago—Pittsburgh 
Agencies in All Principal Territories for Prompt Service 


CHISHOLM-MOORE 


HO 
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OVERHEAD ERANES TRACK SYSTEMS 


TROLLEY 
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Budd-Michelin Dual Wheels 


are optional equipment on 
Graham Brothers 2-TonTruck 


No extra charge. / 
- . = <j 





























Plus value and plus service in this new 2-ton model. 


Budd- Michelin Dual Wheels and pneumatic tires add to the 
traction. They save the truck from the buffets of the road. They 
save the load. They save the driver. They assure the truck a longer 
and more widely useful life. 


Every Dual-equipped Graham Brothers Truck joins an army of 
60,000 trucks and buses which are getting 15,000 to 20,000 miles 
to a set of tires. That’s plus value and plus service. 


WHEEL COMPANY 


Detroit 
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f Cars built by M‘Farlan 
: need no praise ---- 


pen name McFarlan has an assured position in mo- 
tordom and in the public’s esteem—a position well 
earned and held by years of conscientious devotion to 
the task of making a car of distinctive merit. 





















The public has grown to expect its combination of 
beautiful lines, comfort, luxurious appointments and 
a smooth flow of power. 


It is not surprising that the McFarlan Motor Corpor- 
ation should have adopted Lycoming Motors to power 
its Eight-in-line models. This is in keeping with its 
policy of giving car owners all and more than the 
experienced and discriminating motorist expects in 
power, performance and service. 
































LYCOMING MANUFACTURING COMPANY 


Makers of Fine Fours, Sixes and Eights-in-Line 
WILLIAMSPORT, PENNSYLVANIA 
Export Department—44 Whitehall Street, New York City 
Lif). 
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Satisfied Customers Mean > 
Increased Sales For You 


The fact that 25 per cent. of the gear-shift cars sold 
are equipped with Fisk Tires offers dealers an ex- 
cellent opportunity for replacement business. 
Motorists who buy Fisk equipped cars are obviously 
sold on Fisk so that when it is time for replacement 
you have little sales resistance to combat. 


With such outstanding popular cars as Chrysler, 
Willys-Knight, Willys-Overland, Flint, Locomobile, 
Star, etc., equipped with Fisk tires wide-a-wake Fisk 
dealers are quick to take advantage of the sales wait- 
ing for them. 


The thousands of Fisk equipped auto- 
mobiles sold during the last few 
months means just this—that owners 
are sold on Fisk. A satisfied Fisk user 
is always an excellent Fisk prospect. 





The Fisk Tire Company, Inc. 


Time te Re-tire ° 
Get a FISK Chicopee Falls, Mass. 
TRADE MARK REG. U.S. PAT. OFF. 
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ail the coupon, 


NOW 


One of the easiest ways to 
eet in touch with the manu- 
facturer of a product you 
should sell, is to tear out his 
coupon, fill it in, and mail it. 


Reading an advertisement 
is only the first step toward 
money making. Inquiring 
is what brings about results. 


[MOTOR AGE, 


5 S. WABASH AVE. 
CHICAGO - - - ILL. 
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Profit Makers/ 


ThekBOSCH LONG LINE ° 
of Automotive Necessities — 















































ERE’S a complete line cf Quality accessories—all made 





by one firm. It’s no longer necessary to deal with one Ford 
company selling shock absorbers, another selling spark plugs, loniti 
etc. If you handle the Bosch Long Line, you have the Nike 
selling rights to 10 popular accessories—high grade, depend- 
Electric able, moderately priced, and every one a real necessity. | Ty e 
Windshield You have the Bosch reputation, prestige, advertising . 1 | ~ A 
Wiper and dealer helps to aid you in selling. Liberal Bosch 7 ths 


discounts to assure good profits. Your profits come from 
fast moving items which keep your capital turning over 
constantly. Bosch Automotive Necessities are called for 
by buyers who want merchandise of a known quality. 
There is a substantial profit in supplying that demand. 


Ask About the Bosch Dealer Franchise 


You can profit still more by becoming an Official Bosch Dealer. The 
requirements are simple—the benefits many. Some of the advantages 
you would get are: Special discounts on all Bosch material. Greater 
prohts through increased sales. Personal assistance from Bosch 
salesmen. New markets—added prestige locally. Reference books, 
active sales literature, etc. Sales promotion and advertising service. 





For full particulars, fill out coupon and mail TODAY. 


AMERICAN BOSCH MAGNETO CORPORATION 





Main Office and Works: Springfield, Massachusetts a 
Branches Ignition Magneto 
17-23 W. 60th St., New York 89-95 Hancock Ave. W., Detroit - 
Shock 3737 Michigan Ave., Chicago 1262 Post Street, San Francisco Fj tting 








Absorber 








wennnsssssail 


Fordson 
. Govern 


Electric Horn 
Straight Model 


and 
Curved Model 











Ionition 
BCoil 


oark Plug 


Vfail this Coup on TODAY 


BOSCH:. RADIO 
Bosch Radio Receivers 


are noted for their ton 
quality, beauty of appeat 
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implicit 
ERICAN BOSCH MAGNETO CORPORATION Ship me the follow- | ance and They sae 
end me full particulars about: | ing units at quantity | eoeaeryane® y d 7 tube 
[1 Complete line 0 Ford Ignition Systems discount C.0.D.— nished riba whee type 
[] Shock Absorber [] Fordson Ignition System | types with two conely 
() Windshield Wiper (1) Fordson Throttle Governor | reproducers nd a range 
(] Spark Plug [] Bosch Radio ’ of socket power units. 
() Electric Horn () Bosch Dealer Proposition | They provide a profite 
irm  Name..........---------eeeoeeeeeeeeeeeeeeeo | ble line of radio produc! 
a TR oases a sciccconee City State | with a perfect — 
ate Signature | ance and price f 
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Why Fredericks Rewinds 
Lead All Competition in Volume of Sales 


America’s automotive men have found the difference in Rewound 
Armatures—that Fredericks Rewinds alone equal new armatures 


O thousands of automo- 

tive men, Fredericks Re- 
winds have been a revelation. 
These men have found that 
Fredericks Rewinds alone 
equal new armatures. As a 
result, rapid, steady increase 
in Fredericks sales volume. 
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Special Fred- 
erickKs ma- 
chines for 
Pegging and 
removing old 
wire from ar- 
matures, 


RADIO 


Receivers 
their tonal 
of appeal’ 
rplicity y, 
oy are Fur- 
und 7 tube 
y cone type 
rd a range 
ver uni 
a profita 
9 products 
t perfor ii 
ice range 








For years—Up, up, up. To- 
day, Fredericks Rewinds lead 
ali competition in volume of 
sales. 


If you have never used a Fred- 
ericks Rewind, you may have 
the impression it is “just an- 
other rewound armature.” 
Here is the difference. A 
Fredericks Rewind requires 
more than fifty operations. 
Only skilled armature men 
touch a Fredericks Rewind. 
These men use special ma- 
chines, some designed and 
patented by us, in their work. 
As each operation is com- 


pleted, careful tests eliminate 
all chance of failure. In new 
armatures and Fredericks Re- 
winds you find both ends of 
an armature insulated—Plus 
value! 


We cordially invite you io 
visit the Fredericks plant ai 
Lock Haven at any time and 
view the operations. Then 
you will be convinced. Fred- 
ericks Rewinds alone come up 
to your quality standards. 


Meanwhile, get the complete 
facts. Mail the coupon for 
the free booklet containing 
prices and all information. 


FREDERICKS 


Rewinds 


NAME covceccccccccccecseeeee 


TANG (6 a ict 


H. M. FREDERICKS COMPANY, LOCK HAVEN. PA. 


Gentlemen: 
Send me the free booklet on Fredericks Rewinds. 


Company 
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Your Business May Be Good — But 
Winter Troubles Eliminated 708) CAM MAKE IT BETTER 





Protect your motor with a 


Attract new customers to your shop—more business for every depart- 
Bemis Electric Motor Heater ment—by charging batteries y* 1/3 the time required by the old high 
May be attached to any motor voltage methods. Requires no special experience. Handles 3 times the 
that is cooled with liquid of any work at % the cost. Recommended by leading car and battery manufac- 
oe kind. Size 2 inches diameter 5% turers, approved by U. S. Bureau of Standards. Users report increased 
ee inches in length. Easily connected profits of $150 to $300 monthly. 30 days’ trial in your own shop at our 
si | without changing any part of mo- risk. Sold on easy monthly payments. 
- <i f bee ae nemeenaqunedl yy pegs ha about a On 
° ie i eae 8 Ge minutes and it costs about one- 7 a 
half cent an hour for current it HB Jobber anad full infor- Sete HOBART BROS. CO. 





mation on One Day Battery 
Service. 


BOX YIIi—TROY, O. 






consumes. Heated motor starts 
without excessive use of choke or 
battery and lubricating oil flows 
when motor is started. 


Order direct or from your jobber 





gle Manufactured and guaranteed 
Grim frien against defects in workmanship by 


: “of CMa saded| Bemis Motor Heater Company 


601-604 Andrus Bldg. 
A proven pr oduct Minneapolis, Minn. 





























Our Specialty | | Protect the Oil-Grooves 


Reamers. The full spiral causes a continuous shearing action that 
cuts clean and can’t hurt the oil-grooves. 








Years of experience in mak- 
ing automobile Bearings have 











qualified us to produce a Bear- Patented April 7, 1925. 

. f ° d d bili t : Seeocre-Eve jaa a only ee a nenmnes ong 
yr ey are guaranteed, an regroun us at cost. udadebdaker, e11e, 

Ing O superior eper abil y . Seakhian,  Laoeenen Shedheasn ona others use SMOOTH-KUT 


in production. As a finishing tool for the Piston pin hole. 
Your jobber can supply them singly or in sets. ASK FOR THEM 





e e BY NAME, as imitations are inferior products. 
Bearings Company of America Millersburg Reamer & Tool Co., Millersburg, Pa. 
Detroit Office 
Lancaster, Penna. 1012 Ford Bldg. SMOOTH-KUT Eran. 
(Trade Name Registered) 
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itched. 


The Cab le Co. 
Warren, Ohio 




















FAST AUTO GLASS EDGING 











Combination 
THE GILL MFG. CO., 
8300 So. Chicago Ave., Chicago, Ill. 























FREE! Twenty min- 
utes with this little 
booklet will show you 
the knack of selling 
piston rings, profit- 
ably. Sent free. 


Write today—Dept. EK 
MAKE THESE EXTRA 
PROFITS 


HENRY G. LANGE MACHINE 
WORKS 
DEPENDABLE SINCE 1882 | 


Bilex 












































The Book 
“AIR PROFITS’ |] BRUNNER MEG. CO. 

































y fF Shows 4 to get NEW YORE 
e rm —— VY more W out 
Cushion lhe New \ sea write fow ie» ab oe 
Bumper Superb / Gaia —/ a 
To Save a 
Your Life 
You Can’t 
Get Better 
Protection 





America’s | RO me MOTOR 
Most Perfect Positive Protection 
° Filters all dust, 
Beaut ifi ul to carburetor. Kt o Write s for = A 
- Bumper STAYNEW. FILTER CORPORATION 
e 


THE BIFLEX CORPORATION, Waukegan. Illinois , EFFICIENT 
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THE FULL- 

BACK—a win- 

ner. $14.00 to 
— $25.00 retail. 





There is a difference in nickel 


plating. Let us show you at 
the A. E. A. show. 








NEW ERA SPRING & SPECIALTY CO., GRAND RAPIDS., MICH. 























IMPROVED HYDRAULIC JACK 


Trucks and busses are easily and safely handled. 








“ame Starts and stops 


The LITTLE GIANT ay 
Lifts 24,000 Ibs.With One Hand pase 1(/,.30” 


Lowered by 
. touch of a valve. 

JUST LET US 
SEND YOU A 
COMPLETE DE- 
SCRIPTION OF 
JACK IS WONDER 


Write STANDARD EQUIPMENT CO. 


Hales Corners, Wisconsin 























There's always - 


something new just 
at hand for the - 


regular reader of 


/\oTOR AGE 
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The fastest mechanical 
car washer—the cheapest 
to operate—the most 
profitable to own. Write 
for proof. 


“Speed-Spra”’ 


cuts labor in half, 
Saves on water, 
solution, sponges, 
brushes —and — 
piles up wash rack 
profits by doubling 
wash rack output. 








Write— 


HAYES 


PUMP & PLANTER COMPANY 


819 SIXTH ST., DEPT. 19 GALVA, ILLINOIS 


b® fe 
John 


Auto Pump ee 


ff ‘i 






































The Pump Packing the Motor 


B ild U Now available in replacement form, One 
ul ers se size for all automotive pumps, Prevents 
scoring of rod. Gives long service. Keeps pumps tight. 





Crane Packing Company 
1805 Cuyler Avenue 109 Broad Street 





Chicago New York 
Gentlemen: 7 
a spools , : 
Garage size (40 ft. Bc ccinentiionniciniion sesiecnaeitihaaiicesinaaineiiaseiiineiiietiinianaimiais 
¥% in.) O 


$2.50 net. Address 
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eS) Here Is Something to Sell! 
KS i Telegagex9 < f A piston ring, on the principle of a ne ring, that gives 




















remarkable results in service, is used in thousands by auto- 
mobile factory branches for replacement—and pays a profit 
worth while. WRITE FOR DETAILS. 


THE CORK-SEALED PISTON RING CORP. 
2332 Michigan Avenue, Chicago 
Factory: Denver, Colo. 
Canadlan Distributors: Purser, Bull & Co., Ltd. 
Toronto, Canada 


we emt ee re 


a® A gasoline gauge on the Dash. Note our half 
f page advertisement in the Saturday Evening 
Post, November 27th. Write for description 
and proposition to the trade. 
KING-SEELEY CORPORATION 
29% Second Street Ann Arbor, Michigan 
Chicago Branch. 2450 Michigan Boulevard 


ee meee 






































~ WESTINGHOUSE AIR SPRINGS 


Less The finest known method of shock absorption 
Fuel THE WESTINGHOUSE AIR SPRING CO. 


. Factory and General Offices, New Haven, Conn. 
. . . e . ew York Bost hil Iphi 
Zenith - Detroit Corporation, Detroit, Mich ie octon Philadelphia Cleveland 


Chicago Atlanta Los Angeles 
























































The SO-LO JACK THE “BAT” 











Ou $6.00 Retail Super-Charger feb ER 
oO Ce We oe ot - oy Bo 50 A practical system of super-charging for 
4% 15%” passenger cars, trucks, tractors, marine 
The “ituAL Balloon ‘Tire Jack engines, entation engines, stationary en- 
>. g- PO UL—STURDY— Y TO OPERATE gines, etc. imple, easy installation. 





A Sure Seller with your Trade Practical. Prices range as low as $7.50. Write for detaits. 


P. H. Webber Company 



































SO-LO JACK CO., Inc. Racine Industrial Plant, Building No. 12, Racine, Wisconsin 
108 Massachusetts Ave., Boston, Mass. Manufactured and sold under license of P. J. F. Batenburg, Racine, Wis. 
° > FOR 
Transmissions 






ROWN-Ite Trucks, Busses 
and Clutches 4 3@NPRD) Passenger Cars 
QUICK SERVICE ON COMPLETE UNITS OR PARTS 


BRown-LIPE GEAR Co. 






U. S. Car Washing Equipment 


A high-pressure hydraulic system 
which does better work in half the 














time. 
SYRACUSE N U" COMPR RESSORS The United States aad Compressor Co. 
e . . 5304 Harvard Ave, Cleveland, O 












































f ~ 2¥ Let us 
| CCITT Coil, send our 
Has two primary windings instead of one. Gives & profit- 
hotter spark, makes easier starting, gives more power, : i. boosting 
quicker pickup and more mileage. Try it on a slug- ‘ E LARKIN AUTOMOTIVE PARTS Co. 
gish motor. Write for full particulars. ee os plan. 
ig 
The Mallory Electric Corporation =a. TON, S.A). pe It’s Free. 
Toledo, Ohio mente ie . 



































SPEE-DEE CLEANS UP 


for Dealers 


Results in quick stock turn-over, with smal] invest- 
ment and liberal profits. ‘Without water it removes 
grease, stains, etc., from hands, cloths, upholstery, 
paint or enamel. Indispensable in shops, service 
stations and car kits. List 35c. 

Write for discount detalis. 


States Chemical Company 
703 W. Fulton St. Chicago, Ill. | 


OLID COPPER 


STORE FRONTS 


Write for Special Book—Garage Front 


THE KAWNEER CO., 3724 Front St., Niles, Mich. 


Kawnee 















































Sells Quick at $1.25 Retail. 
Types ‘“‘K’’ and ‘‘J’’ for 1926. 












Chevrolets and all 
Stars Sell at $1.50 


ny ote 
all at 
G 





CHEVROLET 
OVERLAND & 
and STAR | 


| ——— BUMPERS | rac 


“ 
oe Aen. 
Oe 





New models—better and far more beautiful than ever. 


THE EATON BUMPER & SPRING SERVICE COMPANY 
Cleveland, Ohio 








THE AKRON-SELLE CO. 
Akron, Ohio 


WELEVER 


“OIL CONTROL” PISTON RINGS 


The Motor weceselty That Has Made Good 
Backed by Seven Years’ Satisfactory Service 
































at your 
LC obber's 
pring and Solid wu ssure in one hone THE WEL-EVER PISTON RING CO., TOLEDO, OHIO 


Sold most everywhere. If your dealer cannot supply you write us. 
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Stops Pump Shaft Leaks The Kess High Speed Valve- 
and Saves the Winter Solution Grinder that costs only $7.50. 
the fine re to fit ‘stuffing boxes 0 ny -slze Fits any quarter-inch drill. 
the w a ‘eat 
ond loose bushing. At your jobbers; if not Does the work rapidly andim- 
write us. proves the mechanic’s workmanship. Send for it. 
ne gi suit os sme 
ae ie KESS MANUFACTURING CO. 
revent = pay ve —— _— Sm 810 Harrison Bldg. Philadelphia 


This! 























QUALITY - ECONOMY - SERVICE The Burgan Cotter Pin Extractor 
AHLBERG GROUND BEARINGS | _ Works Like Magic 


{t goes in anywhere, grips the cotter pin—snaps it out in a jiffy—holds it 
until released. You don’t have to pull or twist. Just squeeze the handles. 






























































Ahlberg Bearing Company Chi ATT ne Write for prices and details 
317-327 E. 29th St. icago . 
Branches in 33 principal cities. . THE BURGAN CORPORATION 
9 So. Clinton St. Chicago, III. 
, Have you seen the new 
Here’s the Way y e 
to Sell Tire Chains|| || Scranton Battery-Cap-Tester 
Let the package they come in display them. A new idea. Replaces vent plugs. Always ready for 
ically make. them’ eas) — Mery —— or gen testing. Reduces _ operations to one. Also 
re we. es te n t ded. k seller at ood fit. 
like the WESCO carton. Write. as cb auer rou an Galle ah ance bo Ae ad 
Western Chain Company meet demand from national advertising. 
Chicago, U. S. A. THE SCRANTON GLASS INSTRUMENT CO., 
SCRANTON, PA. | 






































WIRE OR WRITE US FOR NEW OR USED 
GENERAL MOTO RS TIRES — PARTS — ACCESSORIES 








B Ul .. oes IF IT’S FOR AN AUTOMOBILE WE HAVE IT! 
Lroadway to 8th Ave NEW TORK Sth amma SEE OUR NEXT DISPLAY IN MOTOR AGE, NOV. 4 
Renting & CUSH MAN & <0 East 42d Street 
Managing Agent WAKEFIELD. INC New York City STATE AUTO PARTS CORPORATION 


2011-13-15 Ss. State St., Chicago, Ill, 


7 ean iS. HY Mar ble Onyx The profitable line cE Ly LT 0 
For All Cars (2 aa I GI Locking Cap that moves fast ' 


Junior Model a. 
Senior $2.50 “ For All Cars Accelerator for Fords—Pedal Pads for Fords and all cars— 





































Junior Models -................. $3.50 Accelerator Pedal for all cars—Aermore Exhaust Horn—Hudson’s 
Senior Models 4.50 Crankcase Repair Arm for Fords—Copperhead Socket Wrench, 
Ask Your Jobber etc. 
AITH MFG, CO., I ° 
2533- p< N. p Aamo i. "obloane, ll. The Fulton Company, 732—75th Ave., Milwaukee 



































UNITED STATES 


GATES VULCO 


Portable Electric gape lg 
Fan Belts and Radiator Hose 


Portable Electric 
Drills in the 
DRILLS |! 
Made By 


The World’s Largest Makers of Fan Belts Catalog THE UNITED STATES masa TOOL CO. 









































ORIGINAL 


bear the a © = FROM THICK 
Bosch, and TO THIN 


Franchise details for selling ORIGINAL ONG at left. These Hydra ulitc Compressed DOWN TO THE 

Automotive Equipment will be sent to any Dis ’ tifleations of . LAST PLY 

tributor, Dealer or Service Station on qaeltiaie Bosch qual- 'S nm me Ie oh . : cs iT HOLDS 
ROBERT BOSCH MAGNETO CO., Inc. a a rPeKe LEMih “ 


n109 West 64th Street New Vouk: ah * 















































CLASSIFIED ADVERTISING 














PATENTS & PAT. ATTORNEYS HELP WANTED RACING EQUIPMENT 
PIEEEITIITITTITITITITTTTTTT LT ‘ SALESMEN WANTED—Calling on auto ac- 
cessory, garage, sporting goods and department FOR SALE—Fast Frontenac racing car. Fine 


store trade, to sell our new headlight visor as | condition, ready to race. Would consider an 
side line on strictly commission basis. We have | auto in trade. H. Kohlert, St. Charles ,IIl. 
something entirely new to fit all makes of cars 
which is not only very practical but adds a 
snappy appearance never before attained. A ; 
real seller. Also a short line of chamois skins To locate business opportunities 
To sell, rent, exchange or buy 

— a + gel grade of as cloth in TR To find men or employment 

ce See ee ee THE CLASSIFIED DEPARTMENT 
WALRATH, Box 222, GLOVERSVILLE, 
N. Y. WILL HELP YOU 


C. L. PARKER 
Ex-Examiner U. S. Patent Office 
Attorney-at-Law and Solicitor of Patents 


McGill Building, Washington, D. C. 
Patent, Trade Mark and Copyright Law 








secactaaeacer 
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“EXPERIENCE” 


HEN you go to an insurance man with 
an unusual risk that you want covered 
you are generally told, “I'll look up our 
experience on that and let you know 
what we can do.” He then gets in 
touch with a central bureau where his 
own and perhaps other companies pool 
their information on such risks, and he 
finds out just how such cases have 
worked out in the past. With the 
facts in hand he is then prepared to 
handle the situation intelligently. 


One of the reasons MOTOR AGE 
is published is to do the same thing for 
the automobile dealer that the central 
bureau does for the insurance man. It 
is to make available the experience of 
the trade—to show you how other men 
have met problems like your own, and 
how their methods have worked out. 


Fortunately, there is an ample body 
of “experience” to be found in the 
automotive field. The only problem is 
that of placing it in the hands of the 
average dealer, and that is what 
MOTOR AGE is doing. Each week 
we present one or more articles show- 
ing just how some particular dealer met 
and overcame a typical situation and 
in our “Clearing House” is to be found 
the information given men who ap- 
proached us with particular problems 
of which they wanted to get the ex- 
perience of others. 


You, too, can keep in touch with the 
experience of your trade by reading 
MOTOR AGE carefully each week. 
And when you need help in meeting 
some particular problem, don’t hesitate 
to call on us. 




















ex tot 


October 28, 1926 








The Advertisers’ Index is published as a convenience and not as 
a part of the advertising contract. Every care will be taken to 
index correctly. No allowance will be made for errors or failure 








to insert. 
A. C. Spark Plug Co............ id 65 
Ahlberg Bearing Co..................... 83 
Akron-Selle Co............................... 82 
Albertson & Co.................-......- — 
American Bosch Magneto 
Corp.. 77 & 78 
American Chain Co........... solids 8 
American Injector Co................. 60 
Auburn Automobile Co............... 69 
Badger Rubber Works................ WU 
Bearings Co. of America............ 80 
Bemis Motor Heater Co............. 80 
Bifiex Corporation, The........ — 
Bohn Aluminum & Brass Corp 
67 & 68 
Bosch, Robert, Magneto Co....... 83 
Brown-Lipe Gear Co................... 82 
Deemer TEs. Dee.....--....-.-..-......... 
Budd Wheel Co.............. icalitaaanst 73 
Burgan Corporation, The.......... 83 


Chandler Motor Car Co............. 
Back Cover 








Chevrolet Motor Co. 47 
Classified Advertising Section.. 83 





Conneaut Packing Co. 83 
Cork Sealed Piston Ring Corp. 82 
Crane Packing Co. $1 





Cushman & Wakefield, Inc....... 83 


Dill Mfg. Co., The..................... ... 68 


Eaton Bumper & Spring Serv- 
ice Co. saaiiiae 





Faith Mfg. Cov............ Se, 
Farrand Mfg. Co............ —— 
Fisk Tire Co., The.............. ee 15 
Flint Motor Car Co.......... 86 
Fredericks, H. M., Co.............. 799 
Fulton Co., The............. a 
Gates Rubber Co............... duhiaeiaae 83 
Ee 


Globe Mach. & Stamping Co..... 54 





Hall Mfg. Company, The............ 8° 
Hayes Pump & Planter Co....... 81 
Hobart Bros. ae 
Holmes, Ernest, Co..................... 2 
Hupp Motor Car Corp.....2nd Cover 
Hyatt Roller Bearings Co. .......... 49 
India Tire & Rubber Co. . 6 


Jordan Motor Car Co., Front Cover 
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er 
King-Seeley Corp. ... ——— 
Laminated Shim Co., Ine............ 3 
lange, Henry G., Machine 

WIE nee cccccc-cccccecs coscecccescovseseeeesees 80 
Larkin Automotive Parts Co..... 82 
Lycoming Mfg. Co. ...................... 74 
Mallory Elec. Corp., The............ $2 
Manley Mfg. Co..... .......--.- 3rd Cover 


Millersburg Reamer & Tool Co. 80 
Moon Motor Car Co..................... 1 


Hii acsctainmedanmnenisitbecinn caenaseablabddamaueaithe $1 
Packard Electric Co..................... 80 
Peerless Motor Car Corp...50 & 51 
Permite Piston Company............ "56 
Pierce-Arrow Motor Car Co...... 64 
Piston Ring Co., The....................53 


Scranton Glass Instrument Co... 83 


Sheldon Axle & Spring Co......... 55 
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Simmons Mfg. Company, The.. 71 
So-Lo Jack Co., Ime..................... $2 
Standard Equipment Co.......... .. $1 
State Auto Parts Corp.......... . 83 
States Chemical Co................. 82 
Staynew Filter Corp............. 80 
Stevens-Walden-Worcester, 

Inc, 4 
Stover Signal Engineering Co... 52 
Studebaker Corp., The 5 
Stutz Motor Car Co..................... 6 
Thermoid Rubber Co.................. 83 
Timken Roller Bearing Co., 

The 7 
U. S. Air Compressor Co., The.. 82 
U. S. Electric Tool Co................ 83 
Webber Co., P. H1.................000..... 82 
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Western Chain Co...........................83 
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ADVANCING WITH THE 
INDUSTRY THE MAKERS OF 


ee 
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SILENT E 
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have long been working to produce a chain 
which would satisfy the most exacting demands 
for quiet timing in the modern refined motor, 
and at the same time retain the quality of 
durability for which ““WHITNEY”™ Chains are 


justly famous. 


Exceedingly quiet operation without a sacrifice 
of high mileage is now available in the new 


“WHITNEY” ROLLING JOINT TYPE 
SILENT CHAIN 


which is offered as a worthy companion product 
to the well known 


“WHITNEY” DOUBLE BEARING PIN 
AND BUSHING TYPE 


SATISFY YOUR CUSTOMERS 
BY INSISTING ON 


“WHITNEY” 


KMMMAOKY SS 
yp piiny 
Yj; Yi DOUBLE BEARING 
Y 


PIN AND 
BUSHING TYPE 


FO 

















ROLLING 
JOINT 
TYPE 














CONCAVE PIN 





Send for the Booklet containing 
car specification list—It’s Free. 





The Whitney Mfg. Co. 
Hartford, Conn. 


I want that book on chain specifications 











[] Service Station [)] Fleet Owner [] Parts Jobber 
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MOTOR CARS 


A Record of Achievement 


On July 15th it was announced 
that the Flint Motor Company 
would move their Production 
to Elizabeth, New Jersey. Six 
weeks later—on September 1st 





—the first complete job came 
off the lines in the Elizabeth 


Plant. Dealer shipments went 
forward the same day. 


FLINT JUNIOR «+ FLINT SIXTY + #£FLINT EIGHTY 


$960 to $2125 


f. o. b. Lansing 


Fuunt Motor Company 
Elizabeth, New Jersey 





Manufacturers Trust Company Building 


) 
General Sales Department + 1819 Broadway | 


NEW YORK 
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INSTANTLY 
ATTACHED 











Air ana Water 
Station 
Price $&Q 


HE hose of the Manley Service Stations 

on account of its freedom from injury by 
kinks, preventing cars running over it, etc., 
will outlast several lengths of hose not so 
protected. The garage may, therefore, expect 
to repay the cost of the station in a reason- 
able time, by the saving of the hose alone. 
Hose is' returned by gravity—not by springs. 


As a rule, the motorist who needs air or 
water will buy gas and oil where he gets the 
the air and water service. In many cases, 
instead of looking for a gas pump he looks 
for an air station, knowing that where he can 
get air he can also get gas and oil. 























Price $ Qe 








HIGH 
GUARD RAILS INSPIRE 
CONFIDENCE CAR 
CANNOT RUN 
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All Open in the Middle—No obstructions 
to interfere with the workman. 


Double Legs and Extra Heavy Bracing—Tre- 
mendous strength and rigidity. 


Truss Construction—Can be set up on any 
flat surface without any necessity for pro- 
viding foundations of any kind. 


Shipped with Legs Assembled—Cuts in 
half the time you spend setting it up after 
you get it. Saves trouble figuring out how 
it goes together. 









DIMENSIONS 
nh + «ee eee . 28 inches 
Horizontal Length... . 15 feet 


Length of Incline. . . 12 feet 


Height of Guard Rail. . . . . . 5 inches 
Width of Tracks between Guard 
Ell 
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Your Jobber Can Supply You 
For new 1926 Catalog describing the entire 
Manley line write to 


MANLEY MFG. CO., YORK, PA. 













~ Record sales are 
pouring profits 
into the pockets 
of all Chandler 
dealers. Want to 
know the inside 
story’? Write us. 


CHANDLER-CLEVELAND MOTORS CORPORATION, CLEVELAND 
Export Department, 1819 Broadway, New York City 





